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KENTUCKY RATE LAW > THE HOME THE INEVITABLE 


Text of United States District Court ow Insurance i¥} Company Fighting Blood of Old-Timers Aroused 


Opinion Refusing Injunction to In- At Meeting Held In 


Gntanee Sompenies. ¢ te New York Chicago. 


CONSTITUTIONALITY IS UPHELD. TALK ABOUT “INSURANCE TRUST.” 


No Invasion of Vested Rights So Far Elbridge G. Snow, President Mobile Bill Said To Be Due To League 


in Meare court Statute MAIN OFFICE, 56 CEDAR STREET Between pony y meee s and 


Senne — CASH CAPITAL, $3,000,000 





$32,146,564 ; 
(age eewnlies 18,331,124 
Fed. Rep., 435, has just been given oo Reserve as a Coafinnediog surplus... Ae Se ee ly 1,800,000 
public, and as the court’s opinion is an Net Surplus over all liabilities and reserves...............++- 13,815,440 


unusually interesting brief on the con- SURPLUS AS REGARDS POLICYHOLDERS, $18,615,440. 
stitutionality of insurance law and I ° | d Ps 
State supervision in general, the whole nsures against oss of real an persona property, rental income, 
opinion is of considerable interest to use and occupancy, earned profits and 
the insurance fraternity and is given in Pe 
ful teeters. . commissions by 

In the absence of fire insurance rates Fire, Lightning, Wind-storm, Automobile and 


made and attempted enforcement “ m 
thereof, by the State Insurance Board Inland Transportation Risks 
of Kentucky, to the injury or loss of 
Insurance Companies, the United States 
District Court (W, D.) of Kentucky re 
fuses a preliminary injunction; but in- 
dicates that the rate making law is con- 
stitutional. The opinion reads: 
The Opinion. 


Per Curiam. Having what they think e,e Entered United States ag: 4 ney ote SaEes ee PORE AON UG 
due regard for the settled rule that a| North British ' saad be omy mye ' - 
7 j 866 an raterna ommissioners. 





federal court of first instance should 
not declare a State statute unconstitu- 
tional, where the question involved is . 
one of law and rot of fact, unless that 

court is satisfied to a reasonable cer- and Mercantile 
tainty that such invalidity exists, the 
majority of the judges who heard this 
application are unable to approve the 

issue of the prelimiary injunction > | C 
which is asked. The following con- Established 1809 nsurance O. 
siderations, among others, are effective 
in creating that serious doubt which is 
sufficient to defeat the motion: 

(1) 1. Fire insurance is a commercial 
necessity, and its character tends, to| _. . - f , 
monopoly. To engage in the business| Since 1866, when the North British & Mercantile entered the United 
calls for large capital. Practically it is} 
in the hands of a comparatively small | States, 1,833 Fire Insurance Companies have failed or retired 
number of insurers, who naturally in si 
many things act together or in groups, 
and who are so situated as to make surance corm 
competitition in rates subject to easy | Obiecti 
control. Actual combinations to re-| a 
strain competition in rates have been| 
common enough to provoke legislation 
in many States, including Kentucky. | 


The reports of the Court of Appeals of | 


that State indicate the prevalence of | A y th i W W t 
such restrictive agreements, and the ex- | re Ou e an e an ? 
istence of such legislation. Bell v. | 
Louisville Board of Fire Underwriters, | 7 1 5 
146 Ky. 841, 143 S. W. 388. True, the| Are you a producer, can you handle ment: 
bill alleges and the demurrer admits} Y ee. ' : ) : 
that “the business of fire insurance, as|{ G@ood positions for capable men in Pennsylvania, 
carried on in the State of Kentucky, and | : y ff en : 

elsewhere, by your orator and other in- | Ohio and \ est \ 1rginia. It you are the Man, 
surance companies, is not a monopoly cele ' aie 
either legally or actually;” but on the write us to-day ° 
oral argument our attention was di- 
rected to the Kentucky statute and de- 
cision above cited, and it was agreed | 
by counsel that non-competitive agree-| 
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fireat Southern Life Insurance Company 


HOUSTON, TEXAS 
BEGAN BUSINESS NOVEMBER 1, 1909 

















Results accomplished in 
Thirty-one months end- 
ing May 31, 1912: 
Outstanding insurance 
business... $13,000,000.00 
Asests....... 1,220,471.38 
Surplus to Policyholders, 994,867.42 
Applications received 
during first five months 
OF 1O1Z, «i.cscc scecess $4,000,000.00 
P es FOR AGENCY CONTRACTS ADDRESS 
ie J. T. SCOTT rer | O»S.CARLTON, Vice-Pres., Houston, Tex, 
INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 
TEN MILLION DOLLARS 
Deposited With The State of Indiana For The Sole Protection of 
Policyholders 
! Good Territory and Remunerative Contracts for Men Who Can 
«Do Things”’ 
‘ 
Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 
VheMeneve 
—ai=— 
MUTUAL LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 
ON ONE SIDE And to Cap the Climax ON THE OTHER SIDE 
LARGEST MASSACHU- . 
setts company AN INCOMPABABLE LIVE AGENCY 
STRONGEST MASSA- 18 PAYMENT LIFE QUICK RESULTS 
CHUSETTS COMPANY re . 
LOW RATES CAN YOU BEAT iT? EVERY FACILITY FOR 
EXCELLENT DIVIDENDS RUSHING BUSINESS 
WILLIAM N. COMPTON, General Agent 
ST. PAUL BUILDING 220 BROADWAY, NEW YORK 
PELEPHONES: 6030, 6031, CORTLANDI 























STRONG POINTS of The Germania Life Insurance Company 


Assets: $46,786,131.91 


Liabilities : $40,259,380.22 


Surplus and Dividend Funds: $6,526,751.69 


Insurance in Force on the Paid-for Basis: 


A COMPANY 


DIVIDENDS 
POLICIES 


is unexcelled. 





over $132,000,000. 


whose conservative management in the interest of its policyholders 


increasing yearly for the past eighteen years. 
containing all up-to-date features including “Disability Clause.” 


The Company That Live Men Will Select 


Attractive Territory 


available under 
direct contracts. 


ADDRESS: Home Office, 
50 Union Square, New York 
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AMERIGAN LIFE CONVENTION 


For Various Departments—A Suc- 
cessful Year Predicted. 


President W. A. Lindly of the Ameri- 
can Life Convention has completed the 
organization for the year 1912-1913 by 
appointment of the personnel for the 
various committees, and a perusal of 
the group as a whole leads to the con- 
clusion that the year will be one of the 
most successful in the history of the 


convention. 
In addition to the usual committees, 
there are three special committees, 


charged with important missions. One 
to “Prepare and Submit Report Blank 
On Cost of New Business” is headed by 
William C. Baldwin, president of the 
Pittsburgh Life & Trust. 

The second to consider “Occupation 
Hazards,” has for its chairman Franklin 
B. Mead, secretary and actuary of the 
Lineoln National Life. 

The third to “Compile a List of Attor- 
neys and Abstractors” is subject to the 
call of C. A. Atkinson of the Federal 
Life. 

The roster of the committees 
herewith: 

Membership:—Sidney A. Foster, 
Chairman, Royal Union, Des Moines: 
Dr. Felix G. Cross, Columbia, Cincinnati; 


is given 


H. M. Woollen, American Central, In- 
dianapolis; J. A. Davis, American Na- 


tional, Galveston: E. D. Walter, State 
Mutual, Rome. 

Next Annual Meeting:—James A. 
Stephenson, chairman, Southland, Dal- 
las; O. E. McCartney, Oklahoma Na- 
tional, Oklahoma City:. Daniel Boone, 
Jr., Midland, Kansas City; Frank P. 
Manley, Indianapolis Life, Ind.; Dr. W. 
F. Weese, Central, Ottawa. 

Credentials:—Darwin W. Johnson, 
chairman, Commonwealth, Louisville; 
T. F. Giddings, Michigan Mutual, De- 
troit; George Roslington, Occidental, Al- 
buquerque; A. S. Doerr, Sam Houston, 
Dallas; W. E. Small, Georgia Life, Ma- 
con. 

Uniform Laws:—Dan W. Simms, 
chairman, La Fayette, Ind.; W. A. Pick- 
ens, Commercial, Indianapolis; Frank 
Ewing, Pittsburgh Life & Trust, Pitts- 
burgh; John F. Onion, San Antonio Life, 
Texas: Emmett C. May, Peoria Life, 
Illinois. 

Department Supervision:—Charles F. 
Coffin, chairman, State Life, Indian- 
apolis; Henry Abels, Franklin, Spring- 
field: W. P. Kent, North American, Chi 
cago; T. M. Morgan, Northern, Seattle; 
Massey Wilson, International, St. Louis. 

Finance:—John M. Sarver, chairman, 
Ohio State, Columbus; J. F. Baker, In 
termediate, Evansville; H. W. Coch- 
nower, Guarantee, Houston; Charles G. 
Taylor, Jr., South Atlantic, Richmond; 
J. C. Seitz, Security Life, Chicago. 

Medical Examinations: Robert D. 
Lay, chairman, National Life U. S. A., 
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Chicago; Arthur F. Hall, Lincoln Na- 
tional, Ft. Wayne; G. W. Van Fleet, 
Peoria Life, Illinois; T. J. Owens, Merid- 
ian, Indianapolis; E. P. Melson, Mis- 
souri State, St. Louis. 

Agents and Agencies:—D. P. Camp- 
bell, chairman, Western Reserve, Mun- 
cie; Will T, Smith, U. S. Annuity & Life, 
Chicago; W. W. Moore, Citizens Na- 
tional, Louisville; O. S. Carlton, Great 
Southern, Houston; W. A. Watts, Pre- 
ferred, Grand Rapids. 


Grievances:—W. K. Bellis, chairman, 
Reserve Loan, Indianapolis; R. L. Robi- 
son, Bankers Reserve, Omaha; W. H. 
Hunt, Cleveland Life, Ohio; W. A. 
Fricke, Great Northern, Wausau; L. J 
Dougherty, Guaranty, Davenport. 

Miscellaneous Subjects:—W. E. Na- 
pier, chairman, Scranton Life, Pennsyl- 
vania; S. C. Renick, Indiana National, 


Indianapolis: A. E. Rountree, North 
State, Kinston: Dr. J. T. J. Battle, 
Southern Life & Trust, Greensboro: C. 


M. Atherton, Western, Council Bluffs. 

Resolutions:—O. J. Arnold, chairman, 
INinois Life, Chicago; S. B. Smith, Vol- 
unteer State, Chattanooga; George B 
Peak, Central Life, Des Moines; W. H. 
Cunningham, Continental Life & Inv., 
Sait Lake City; S. P. Lockwood, Colum- 
bia Life and Trust, Portland. 

The special committees appointed at 
the annual meeting in Chicago are: 

To Prepare and Submit Report Blank 
on Cost of New Business:—W. C. Bald- 
win, chairman, Pittsburgh Life & Trust: 
Arthur F Hall, Lincoln National, Ft 
Wayne: J. B. Reynolds, Kansas City 
Life, Missouri; Henry Abels, Franklin, 
Springfield; Wilmer L. Moore, Southern 
States, Atlanta. 


Occupation Hazards:—Franklin  B. 
Mead, chairman, Lincoln National, Ft 
Wayne; J. C. Seitz, Security Life, Chi- 
cago; C. H. Kime, American Central, 
Indianapolis: Dr. H. A. Baker, Pitts- 
burgh Life & Trust: Dr. O. M. Bakins, 


Reliance, Pittsbureh 

To Compile List of Attorneys and Ab- 
stracters:—C. A. Atkinson, Federal, Chi 
Henry T. Price, Illinois Life, Chi 
Stebbins, National U. 8S. A 


cago; 
cago; L. A 
Chicago. 


Imperial Life’s New President. 

Sir Mackenzie Bowell, president and 
a . & Wood, vice-president of the 
Imperial Life, of Toronto, have re- 
signed Both are over eighty irs of 
age and have been associated with the 
Company since its organization Her 
Companies 

Jippon teen eee 
OER CTC eer error rere re. 
TORE Seis. vienss Ueeeueesaxieeaoueaes 
CE, acketrwan kieran 6es0easeaneceen 
Kvosai coeeeeesee 
DE dh es ieeesensdbeseancbesanaaeesese 
RUIN co sa isigh hehe Ait We le ON Ae we 
PE GS siccccscewececiverseiasane 
*Yen. 


bert C. Cox has been elected president. 
Mr. Cox has been manager of the 
eastern Ontario branch of the Canadian 
Life and was president of the Canadian 


Life Underwriters Association. George 
A. Morrow, vice-president of the 
Dominion Securities Corporation .has 


been elected vice-president. 
ITS TENTH ANNIVERSARY. 
Columbian National Has $55,000,000 of 
Business and $8,000,000 
of Assets. 


In speaking of the tenth anniversary 


of the Columbian National Life, which 
was organized September 11, 1992, and 
the effort of the field force to make 


a record in point of 
way of celebrating The 
“In spite of these unusual difficulties 


production by 
Standard 


Says 


the Columbian National has built up 
steadily increasing volume of busi- 
ness, so that on its tenth anniversary 


it had $54,819,000 of insurance in force, 
while the business written for the 
present year, up to September 11, 
amounted to the handsome sum of 
11,734,000. Its statement as of August 
31 also shows its financial condition 
to be equally satisfactory, its assets 
aggregating nearly $8,000,000 with a 
policyholders’ surplus of $1,440,000, and 
its income for the first eight months 
of the year being at the rate of $2,- 
400,000 per annum. And it has already 
paid out for death and accident claim 


since organization over $2,000,000 It 
has 42 branch offices, transacts business 
in 37 States and has 35,000 policy- 
holders. 

“The tenth year of its existence is 
also to be marked by the erection of 
its handsome office building on the 
corner of Franklin and Arch streets 
and now well on the road to comple- 
tion. The location has been well 
chosen, and the increased space, which 
has become a_ necessity will greatly 


facilitate the handling of its business 


Insurance Heads May Testify. 





It is reported that John C. McCall, 
econd vice-president of the New York 
Life and son of former president the 
late John A. McCall, has been requested 
‘o appear before the Senate Committee 






which is now investigating campaign 
contributions This summons has led 
to a report that the heads of all of the 
big New York life companies will be 
called before the committee 

Assets [Total Reserve New Business 
17,016,809 *16,526,767 *20,203,911 
11,011,741 19,724,211 19,037,100 





13,455.095 
6,381,651 


7,699,737 


12,104,748 
5,999,657 


7.140,600 





3,649,506 3,312,183 
5,176,633 4,843,939 
2,018,669 1,818,919 


3 


LIE INSURANCE IN JAPAN 


COMMENDABLE NET GAIN MADE, 

Showing Status of Eight 

Institutions—Nippon Life 
Heads List. 


Statistics 
Leading 





Through the courtesy of the Nippon 
Life Co. of Osaka, Japan, 
The Eastern Underwriter is privileged 
to give to its readers some information 
the status of the life insurance 
business in the progressive island king- 


Assurance 


as to 


dom of the Far East, at the close of 
1911, together with a statement of busi- 
ness done during that year. 

Number of companies ee 31 
Assurance in force (yen)... .682,399,656 
DEE? Lo hits end a bisiins didnt 97,651,876 
BOENO wedcrsdnobacinnw.ca 83,795,137 


The following shows some of the im- 
portant features for 1911: 
New business (yen) ....... 191,773,756 
Net gain in force....... . .103,735,986 
Premium income ........... 26,416 817 
Total income ...... 30,883,274 
a 6,706,870 
Management expense 8,097,692 


From the above it will be noted that 
the force was 
nearly 60 per cent. of the amount writ- 
ten, which is most commendable and 
shows that the “Yankee of the Orient” 
knows a good thing when he sees it. 


net gain in insurance in 


Four foreign life insurance compa- 
nies doing business in Japan, and re 
porting to the Government Insurance 
Bureau, showed the following results 
for the year 1910—the figures for 1911 
not being available: 
New business (yen) .«-11,002,497 
Net gain ee rere 6,565,504 
Total in force ...... ‘ : 53,849 866 
Premiums ............eceeee 3,136,436 
CE: DORE cvccnseuesveiaes 673,672 

The Nippon Life has a surplus over 


all liabilities, 
2 597.689. 


including capital of yen 


Its mortality experience shows a 
death rate of 75 per cent in number of 
and 69 per cent in amount of as- 


urance 


lives 


Eight Leading Companies. 





The eight ieading institutions in 
Japan, together with their status, are 
shown herewith 

In For ree over previous yr Income 
*95.099,493 *12 026,281 *3,530,213 

8? 2989 590 10,300,309 2,634,840 

76.665.050 12,568,650 2,715,157 

{2 728.990 7,900,590 2,105,328 

4.622.800 1,803,698 

; 2,601,250 1,653,652 
37,908,225 2,333,106 1,519,754 
17,561,450 4,801,429 717,423 
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FORREST F. DRYDEN, President 


IN YOUR LIFE INSURANCE SUCCESS 


much depends upon the contract you sell. 
policies are selling policies. 
Over 10,000,000 in force. 


Write us about an agency. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Founded by JOHN F. DRYDEN, Pioneer of Industrial Insurance in 


Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 


Prudential 


America 
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PRESENT AND FORMER PRACTICE. 


Reinsurance Treaties Aids Latter-Day 
Companies—Experience of North- 
western Mutual Life. 





The splendid reinsurance facilities 
afforded the companies organized with- 
in the past five years makes it possible 
for a company to write a much larger 
amount on a single life than was 
practical or advisable in former years. 
For example, a company may Issue a 
single policy for $100,000, but by 
reason of various reinsurance arrange- 
ments binds other companies con- 
currently to such an extent as to re- 
duce its own liability to $10,000. 

An interesting piece of history, 
however, showing the natural increase 
in the limit on a single life is that 
showing the record of the Nortb- 
western Mutual Life which now carries 
$100,000 on a single life. 

On October 18, 1858, the Company’s 
limit was $10,000. June 28, 1859, this 
limit was reduced to $5,000 where it 
remained until December 14, 1864, when 
it was raised to $10,000. On October 
9 1867, the amount was again in- 
creased to $20,000. The record since 
that time is given herewith: 

Oct. 18, 1883; for ages 25 to 60, $30,- 

060, but not more than $20,000 on the 
annual dividend O. L. plan or any 
lower rate plan. Below 25 and ‘above 
60 limit $20,000. 
March 1, 1888; limit $50,000 for ages 
, to 60, but not more than $20,000 
on O. L. or cheaper plans. On April 
17, 1891, limit on O. L. increased to 
$25,000. 

July 12, 1893; at ages 18, 19 and 
20, $10,000 and policies must, be End’t 
or Limited Pay't Life. At ages 21 to 
25 and above 55 to 60 inclusive, $30,000 
but not over $25,000 at O. L. or lower 
rates. Ages 25 to 55 inclusive $50,000 
but not more than $25,000 on O. L. and 
lower rates. Over 60 to 65 inclusive an 
incomplete application required. No 
insurance under 18 or over 65 nearest 
birthday. 

July 15, 1896; at ages 25 to 55 in- 
clusive limit increased to $75,000 but 
not more than $50,000 on the O. L. 
plan. Not more than $25,000 at any 
age on non-participating life or term 
plans or with whole premium retura 
feature, but $50,000 issued on the half 
premium return O. L. plan subject to 
age limit. Sept. 1, 1896, age limit fixed 
at 60, 

Dec. 15, 1898; At ages 21 to 25 and 
above 55 to 60 inclusive, limit increased 
to $50,000, but not over $25,000 at O. L. 
or lower rates. At 25 to 55 inclusive, 
limit increased to $100,000 but not over 
$40,000 on O. L. plan. No insurance 
issued below 18 or over 60 nearest 
birthday. 

Mar. 3, 1905; age limit reduced to 
include 16 under endowments and 
limited payment life plans. Rates for 
16 and 17 same as 18 until March, 1909, 
when a table of rates was adopted. 

Oct. 2, 1911; at ages 25 to 55 in- 
clusive, limit $100,000 on all plans ex- 
cept that not more than $50,000 will 
be ued on Convertible Term plan. 


CARRIED $250,000 INSURANCE. 





H. W. Fisher, Strangely Killed While 
Hunting, had Once Sought Heavy 
Accident Indemnity. 


Harry W. Fisher, who was killed in 
a mysterious way by being shot ap- 
parently accidentally while hunting on 
his fruit ranch at Baldwin, Mich., was 
insured for $250,000, which sum will un- 
doubtedly be collected by the widow 
from the life insurance companies hav- 
ing policies on the man’s life. The in- 
surance—$100,100 each in The Pru- 
dential and The Northwestern Mutual 
and $50,000 in the Mutual Benefit was 
taken several years ago and the policies 
contained a clause making them incon- 
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testible from any cause excepting non- 
payment of premium after one year. 

Fisher had but one hand, the other 
having been shot off on a previous 
hunting trip. At that time he collected 
$5,509 on a $10,000 policy in the Trav- 
elers. He had sought to have the com- 
pany issue $45,000 in accident insur- 
ance, but he was refused. Fisher is said 
to have been in financial difficulties at 
*he time of his death. 


SELL MORE LIFE INSURANCE. 
By Knowing More of its “Untellable 
Goodness”—Observations by Robert 
J. Mix, 





It is probably the ambition of at 
least 99 per cent. of the field men en- 
gaged in the sale of life insurance to 
“grow stronger,” i, e. to sell more in- 
surance, but how best to accomplish 
the desire is a problem. According to 
R. J. Mix, New York city manager of 
The Prudential, the best way to do this 
‘s to “keep constantly in mind every 
day and every hour of the day the won-! 
derful beneficence of life insurance.” | 
He says:— 

“I suppose you’ve read scores—per- | 
haps hundreds—of articles on this sub- 
ject, but they haven’t sunk way down 
beneath the surface of your mind and 
become a part of you—a part of your 
daily and hourly thinking! 

“I don’t believe that an agent who 
makes a study of the good that life in- 
surance is doing—studies until he fully 
realizes it—until he becomes saturated 
with it—can fail to grow immensely 
stronger and more efficient in the great 
work of selling protection. I believe 
it would pay every life insurance com- 
pany to hire a man whose sole duty it 
should be to investigate and write the 
histories of the death claims it is pay- 
ing from day to day and from year to 
year! Suppose, fcr instance, that you 
had a little volume which told the story 
of fifty claim checks—which showed 
how those checks had saved businesses 
from collapse, how they had paid mort- 
gages on homes, how they had given a 
comfortable living to widows, how they 
had educated children, how they had 
peen practically the only barrier which 
prevented a wave of distress from al- 
most or quite overwhelming the fami- 
lies of the deceased policyholders—I 
say, suppose you had a book of that 
description (pamphlets issued monthly 
would be even better) and would look 
‘t over once a week—could induce some 
of your prospects to read it! Don’t 
you think it would fill you with a fiery 
enthusiasm—don’t you think it would 
make your work easier—don’t you be- 
iieve you could insure more people? 

“The trouble with most of us agents 
is that we’re thinking too much about 
the commissions that we’re making or 
hope to make and too little about the 
untellable goodness of the thing which 
we have to sell! 

“I venture to say that you’ll never} 
perform a better deed in all your life | 
than when you persuade a man to buy 
a monthly income policy for his wife 
or his children! That’s a pretty broad 
statement, but just analyze it—let your 
imagination work a bit and see if that 
isn’t true! Suppose that you have 
twenty years of active business life| 
ahead of you and suppose that in each| 
one of those twenty years, you're able 
to induce twenty-five men to purchase| 
monthly income policies for their wives 
and children. That means that in those 
twenty years you have been the means| 
of providing a shelter—perhaps, in ad-| 
dition, food and clothing—for five hun-! 
dred widows and orphans! Say, isn’t 
that a wonderful and inspiring thought? 
Is the man who is doing that kind of 
work a man who needs to lower his 
crest in any company whatsoever?” 


Louis St. John Thomas secretary and 
general manager of The Two Republics | 
Life of El Paso, Texas, believes that | 
nothing speaks louder than results: at | 
iny rate he prefers having “results” do 
the talking for him. Mr. Thomas is a| 
clean-cut executive, worthy of confidence | 
and the highest measure of suecess the | 
business has to bestow, | 











The “Faulty Link.” 


In noting the large increase made 
as regards new business, Ralph H. 
Rice, field supervisor of the American 
Life of Des Moines, says: 

“There is no room for the laggard 


or irresponsible in the agency organi- 


zation of American Life, and in the HARTFORD, CONN. 
campaign that is on right now for ¥ 
remaining months of the year. If we PAYS TOP FIGURE COM 
cannot take great pride in being a MISSIONS UNDER DIRECT 
member of the results producing and 

higher class agency organization which RENEWAL CONTRACTS. 
our Company has brought together, Wiest De Vou Weas? 


then I would say surrender your rate 
: ’ ? 
book and contract and do not be one Where Can You Work? 


that would put a weak and faulty link SEE IF WE CAN SATISFY 


in our strong agency chain. There 


HARTFORD 


will be no surrenders, but as men with YOU 
pride for and confidence in the good , 
Company of which we are a part, we Non-Participating 
will ‘make good’ to ourselves, to our and Participating 


associates in the field, to our Company.” 


NEWEST FORMS 














American National || MICHIGAN 
Life Insurance Co,}|S'ATE LIFE 


| DETROIT 
of FREDERIC APPS, President 

Lynchburg, Va. We Want 

ONE SPECIAL MAN 


‘*The most progressive, . 
conservative Southern = 


Company.”’ | OHIO 
AGENTS WANTED and ONE in 
in Virginia, North Carolina, DETROIT, MICHIGAN 


South Carolina, Georgia, and ||| Address HOWAND C. WADE, 
Texas. SUPERINTENDENT OF AGENCIES 














Every Month a Record Month! 


Each month of this year has given a fine gain in new business over the same 
month in 1911. Never were the policies of this Company as easily sold as now. If 
this rate of increase continues, 1912 will pile up a total of new business far exceeding 
that of 1911—our record year. 

Popular policies, low premium rates, large dividends, Massachusetts prestige, 
and Massachusetts Mutual far-spread reputation, at the command of a well-organized 
agency force that is backed by progressive Home Office management, are the cause 
of this satisfying prosperity. 

We occasionally have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 








“¢ Pre-eminence in Benefits to Policyholders”” The Watchword. 


THE MUTUAL LIFE 


Insurance Company of New York 


Paid to Policyholders in1911....... ..... Lge een $57,353,726.13 
Received from Policyholiders in 1911. ........... 55,582,183.20 
Excess of Payments over Receipts............. $1,771,542.93 


PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 
BECAUSE 
MUTUAL LIFE POLICIES SELL MOST FREELY 


For terms to producing agents, address 


GEORGE T. DEXTER: 


2nd Vice-President 


34 Nassau Serect New York, N. Y. 
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NATIONAL “TEMPERANCE LIFE 


J. OD. 





KNAPP ITS ORGANIZER. 
First Association to Form Under New 
Fraternal Law of New York—Geo. 

D. Eldridge Adviser. 





To the National Temperance Life 
Insurance Society of New York city 
belongs the honor of being the first 
organization to form under the strin- 


gent new fraternal law of the Empire 
State. The promoter of the enterprise, 
Knapp, is now securing the 
initial certificate holders, and once the 
required number shall have been ob- 
tained the Society will be duly licensed 
for general business by the Insurance 
Department. 

Certificates of the association will 
contain a number of distinctive features 
that are bound to become popular, and 
efficiently managed, the National Tem- 
perance Life should have a prosperous 
career. 

Membership in the organization will 


John D. 


be granted men and women between 
the ages of 16 and 60, who must be 
total abstainers. Premium rates are 


Fraternal 
plus 4 per 


calculated from the National 
Congress Table of Mortality 
cent. interest. 

Two forms of policies will be written, 
whole life and ten year term, and 
claims under each are payable either 
in a lump sum or in ten annual! install- 
ments as the member may elect. 

An “emerge of ten 
cent. of the policy will be paid the 
beneficiary immediately upon notice of 
death of the assured, the balance when 
satisfactory proofs are filed. 
life members 

the amount 
each year 
the event 
70 the 


ncy payment” per 


Upon attaining age 70 
may draw 10 per cent. of 
insured, and 10 per cent. 
thereafter for life, while in 
of total disability before age 
same percentages will be allowed. 

In the event of the financial embar- 
rassment of a member premiums will 
be suspended for one year, and charged 
as a lien against the policy. 

A free medical 
accorded each member 


examination will be 
annually. 


Cash paid-up and extended insurance 


values will be allowed. 

J. D. Knapp, secretary and general 
manager of the National Temperance 
Life Insurance Society, has been an 
active and intelligent worker in the life 
insurance world for twenty-five years, 
and is particularly well posted as to the 
mortality experience of total abstain- 
ers. In preparing the plans of the or- 


ganization and compiling its rates Mr. 


Knapp has had the able co-operation 
of George D. Eldridge, a prominent 
consulting actuary of the eapiaieaans 


Connecticut Vital Statistics. 


The report of the Connecticut State 
Board of Health for the month of Aug- 
ust shows that the deaths in the State 
for that period numbered 1,426, which 
was thirty-four mcre than in July, twen- 
ty-four less than in August of last-year 
and eighty less than the average for 
ihe month for the past five years. The 
deathrate was 15 per 1,00° for the large 
towns; 14.3 for the small towns and 


14.8 for the State. 
Typhoid fever leads in the number 
of cases. in the list of infectious dis- 


158 cases reported 
New Haven has 


eases, there being 
in thirty-five towns. 
the largest number, fifty, while the 
only place showing any indication of 
the disease in an epidemic form is 
Willington, which reports eleven cases. 
Nine cases of infantile paralysis are 
reported, the towns in which they oc- 
curred being Ansonia, Bridgeport, En- 
field, Milford and the borough of Shel- 
ton, 

The towns having no deaths during 
the month were Andover, Bridgewa- 


THE EASTERN VRS aes ae 


ter, Brookfield, Hampton, Killingworth, 
Morris, New Fairfield, Old Saybrook, 
Plainville, Prospect, Salem, Saybrook, 
Sherman, Southbury, Sterling, Tolland 
and Union. The registrars in Bethel, 
Bolton, Cornwall and Wilton made no 
report. The highest deathrate in any 
‘own having a population of 5,000 or 
ever was Windham with 24.7 per 1,000 
and the lowest, 6.7 was attained by 
Manchester and Plainfield. The num- 
ber of births reported for the month of 
fuly was 2,371 and the number of mar- 
riages in the same month was 1,029. 


MAKES BIG INCREASE. 
Western States Life Over Million and a 
Half Ahead of Last Year—Honor 
President Porter, 

The Western States Life of San 
Francisco has made remarkable pro- 
gress during the eight months of this 
year, during which the business written 
has amounted to $5,150,000 as against 
$3,592,000 for the same period last 

year. 

This will be increased to an 
greater proportion it is expected, in a 
contest that is now under way as a 
special tribute to President Porter. 
This is to celebrate his third year as 
executive head of the Company and 
the contest will last for sixty-seven 
days ending on November 9. It is 
expected that this will produce $2,- 
000,000 of business. 

This is an immense amount of busi- 
ness for a young company to attempt 
in so short a period, especially as the 
Western States Life sells only straight 
life insurance with no board or special 


even 


propositions of any kind. jut there 
seems no doubt that the Company will 
reach the high goal set for the field 
staff has unlimited enthusiasm, confi- 
dence and ability as was demonstrated 
it the recent convention at the Del 
Monte. The Western State Life made a 


ecord of $1,000,000 in May and the staff 





nd the Company are both stronger than 
then. 

FAVOR THE GOLDEN SEAL. 
insurance Department Will Approve 


Wishes of Members of Assurance 
League of America, 


A referendum vote of members of the 
Assurance League of America, formerly 
the Jewelers’ League, on two reinsur- 
ence proposals submitted by the State 
Insurance Department, one an offer 
from a fraternal organization, known 
as the Order of the Golden Seal, and the 


other from the Metropolitan Life, has 
resulted in favor of the Order of the 
Golden Seal. Out of 700 replies, so far 
received, 404 prefer the Golden Seal, 
and 296 the Metropolitan, and the ques- 
tion has practically been settled. 

The Insurance Department has de 
cided that if a satisfactory contract is 


ubmitted by the Assurance League and 
the Order of the Golden Seal it will ap 
prove it and the transfer of members 


will be made. 

The old Jewelers’ Leag 
in 1877, and at one time numbered over 
3,000 jewelers. The membership has 
heen decreasing for the last few years, 
until now there are about 930 names on 
the roll. The name was changed to the 
Assurance League of America about 
four years ago, when the members were 
rerated and their assessments in- 
creased. Since then there has been a 
iurther decrease in numbers, and lately 
the Insurance Department declared it 
advisable to reinsure the members in 
some other company. 


ue was formed 


Heavily Insured. 


New York 
committed 
after 


broker 
suicide 


the 
have 
Wis., 


kK. W. Dwyer 
who is said to 
in Janesville, 
last money 


and giving a wine supper for his | 
friends, carried insurance on his 


aggregating $150,000. 





Some of the Advantages Enjoyed by 
Equitable Representatives 


The backing of one of the largest and strongest financial 
institutions in the world. 

A Participating Company. 

A Prompt Paying Company. ()f the 5,089 domestic death 
paid by the Equitable during 1911, 5,035 or nearly 99% were 
within one day after receipt of — Proofs of Death.’’ 

A Company whose policies are standard contracts, drawn to con- 
form to the insurance laws of New York and other States. 

A Company issuing every desirable form of insurance including 
Corporation Insurance, Income Insurance, Employee Insurance 
Home Purchase Insurance, Joint Life Insurance and variety 
of Annuities. 

A Company large and strong enough to insure 
amounts under a single policy. 

A Company whose policyholders include the world’s Captains 
of Industry whose identification with the Equitable is in itself an 
endorsement. 

A Company which insures women at the same premium rate as 
men. 

A Company whose canvassing documents 
adequate and attractive 

A Company engaged in a broad 
ment—aiming to lengthen the 
insuring them. 

A Company that has withstood every conceivable test—wars, 
financial panics, and lastely, a great fire. 


claims 
paid 


a large 


applicants for large 


are comprehensive, 


“conservation of life,” 
lives of 


move- 


Its policyholders as well das 


epidemics, 


The Society has openings in practically every State for energetic agents of 


Address 


character and ability. 


GEORGE T. WILSON, 2nd Vice-President 


The Equitable Life Assurance Society of the United States 


165 BROADWAY - - NEW YORK 








This Company issues policies which grant the insured 
COMPLETE PROTECTION against all the adversities 
affecting life or health, and which provide Indemnity for 

DEATH FROM ANY CAUSE 

PERMANENT TOTAL DISABILITY 


-AND 
DISABILITY RESULTING FROM ANY SICKNESS 
OR ANY ACCIDENT 
For Agencies Address 
The Columbian National Life Insurance Company 


BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mor. 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 


3% reserve 














spending his | 
in buying drinks for tramps | 


are 





Insurance in Force Increase in Surplus in 
Over $14,000,000 Two Years Over $50,000 


GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


An excellent awaits a few live 


proposition 
who can produce the 


the Home Office at Once 


managers 


business 


Write 
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SECURING SUCCESSFUL AGENTS 


CARE IN SELECTION NECESSARY. 
Methods Used By Men in the Service of 
The Fidelity Mutual 
Life. 

Supplementing the article appearing 
in The Eastern Underwriter of last week 
on “How to Obtain Interviews By Use 
of Original Methods,” published from 
discussion at the annual field conven- 
tion of the Fidelity Mutual Life, the fol- 
lowing points are given relative to 
“Practical Plans For Securing Success- 
ful Agents.” 

Training Inexperienced Men. 

The principal thing that I urge is 
proper effort. I believe that if the man- 
agers present would put forth the same 
effort to find agents as they do to write 
personal business, they would be more 
successful. There is a tendency on the 
part of all of us to feel that in the time 
it takes to find and develop an agent 
we could write a few applications and 
make more money. To secure a man it 
is often necessary to do some financing, 
and we are not inclined to take 
ehances. 

The plan I have tried to adopt this 
year is to find inexperienced material, 
men who have not been in the life in- 
surance business, young men who ap- 
pear to possess the necessary qualifica- 
tions. I have taken these young men 
and tried to tell them how I write life 
insurance. I first start out by empha- 
sizing the character of the Company we 
represent, and I particularly emphasize 
this advice, “Don’t tneet your compet- 
itor on the grounds of his selection.” 
If the question of dividends came up, 
and my competitor had an advantage, | 
would turn to some other plan—and | 
would always talk Fidelity contract. I 
try to make the young agent sufficient- 
ly enthusiastic over insurance 
business to belli 
The pxincipa 








it he can succeed. 
i s to believe that 
you can do a ig! If I can convince 
myself that I am successful, it is imma- 
terial to me whether I am considered 


successful. 





I have other methods, and most of us 
have, but I might say that my principal 
method is continual and everlasting 
effort. Hardly a day passes that I do 


not interview someone I am trying to 
set to represent the Company. I have 
lists of men, prospective agents, just as 
I have prospective applicants for insur- 
ance, and I call on these men and try 
to make them believe that they can suc- 


ceed -in the life insurance business. I 
send out circular letters, and I follow 
them up. One of the principal things 
I try to do is to inspire confidence, make 
a friend of the ur I have in my office 
five young men who have never been 
in the life insurance business. These 


voung men are enthusiasts; they believe 
they have the greatest work on earth. 
They recognize the fact that we cannot 
excel in everything—that is impossible. 


These young men will be here next year 
as members of the Leaders’ Club. 

I have recently obtained a published 
list of all the practicing attorneys in 
Georgia. I am starting out by writing 
each man a letter, emphasizing one 
kind of insurance, and I try to get young 
lawyers who are not making a livelihood 
to solicit life insurance. I wrote to the 
superintendents of a number of the 
schools in Georgia. I made it a purely 
personal letter, and told them I former- 
ly had taught in the schools, but had 
chosen the life insurance profession as 
being more profitable than teaching. 
From this source | received six or eight 
replies, got two agents, and a half-dozen 
small applications. The reason why we 
don’t have larger general agencies is, 
hecause the majority of us do not try te 
zet agents.—J. H. Byrley, Atlanta, Ga. 

Three Essential Qualifications. 

I believe that the most important 
thing is to secure a man who possesses 
personality, integrity and enthusiasm. 
If he possess these three qualifications, 
and you possess ability as a life insur- 
ance underwriter, the rest will be easy. 
My method has been to secure men of 
that type, not from other life companies, 
bu® simply raw material, and I have 
been very successful along this iine. 
The trouble is, we have had too many 
“one-man” agencies. 

With the assistance of the head office 
we started a plan in New York City of 
leveloping an orgartization mostly from 
raw material. We now have an agency 
force in New York of seven men. Five 
of these have had absolutely no experi- 
ence in the life insurance business. Two 


of them had some experience, and we | 
find the leader of the New York office | 


the latest recruit in the agency. A satis- 
fied man with another company, es- 
peciaily if he has a good renewal in- 
come, will not make a change, and with 
the man who is willing to make a 
change, there is generally something 
wrong. However, we have been very 
fortunate with the few men we have se- 


cured from other companies. 

In a certain territory in New York, 
one of our examiners recommended a 
young man, but this young man felt 


that the company he represented was 
the best on earth. I admired him for 
his attitude, but [I could not secure his 
ler any condition until I met 
him in competition. The prospective ap- 
plicant was a personal friend of his. | 
said to this prospect, “I realize that, 
everything equal, I am going to lose 
this application, but if I can show that 
the Fidelity contract is superior, what 
zoing to do about it?” He re- 
plied, “If you can show me that vour 
contract is better, then I want your con- 
tract.” I that application for 
$5,000, and as a result of it, the agent 
was convinced and signed the contract 
That man is present at this convention 
to-day.—Panl Alexander, Albany, N. Y. 
Agents From Other Companies. 

I want to take issue with Mr. Alex- 
ander. I want to develop one thought 
which he did not seem to think well of, 


services un 


are vou 


secured 





and that is, getting agents from other 
companies. 
There are two ways. 


One way is to | 


| 
| 


steal the agent, and the other is to make | 


the agent come to you. My experience 
in the field has been, and also my ob- 
servation, that the best way to attract 


successful men to you is by being square | 
in all of your dealings with your com- 


petitors, 

I myself try to establish a reputation 
for fair dealing with my competitors, 
so that if my name is brought up in con- 


versation at any time before these com- | 
petitors, they cannot speak of me other- | 


wise than in complimentary terms. 

Successful men leave companies, de- 
sirable men leave companies, the very 
best men leave companies. Now if you 
have established a good reputation and 
a man is out of a position, that man is 
going to go to the manager who is 
straight and square in his dealings, pro- 
vided he himself is straight and square 
The manager who has established a 
reputation for fair dealing is the man 
who is going to attract the desirable 
men. I don’t disparage developing new 
men, but I think the way for us to build 
up an agency force is to be liberal and 
square. 

Now the question of retaining agents 
is another matter, and I think this is 
a most important feature. 

In order to retain an agent I think it 
takes a broad, liberal, fair-minded man 
to be a manager. A two-by-four man 
can't be a manager. He does things 

(Continued on page 9.) 








UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 








| 
' 





Home Life's 
Prosperous 


Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910--the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, ever and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’cl Chron.” 1-27-12. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 
The Duplex Policy 


Is 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 
Tne Only Company Which Has It Is 


THE RELIANCE LIFE INSURANCE C0. 
"OF PITTSBURGH 77 


WRITE FOR INFORMATION, 





























GEORGE STEVENSON, Jr., President 


Desirable general agencies for men with 





records as 


The Great Western Life Insurance Company 


of Kansas City, Missouri 
JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


producers. Address the Company 











Why Union Central dividends are highest 


. 
New 34 story J, 
Union Central %&% 


Home Offre ¢ 
Building now 
incon- os 


struction # so 








Interest— 


Mortality— 


Expense— 





only 59.67% of the expected mortality: 


The administration of the 


OF CINCINNATI 


“Net Premium Rate Lowest of All’’ 


80% of Union Central investments are first mortgages on improved farm lands 
—admitted the safest and most profitable investments that can be made. 
average gross rate of interest earned by the Union Central (average for ten years ) 
is 6.44%—the average rate earned by 28 leading companies 


The 


is only 4.67%. 


The actual mortality experienced by Union Central for ten years has averaged 
the average for 33 leading companies is 74.93. 


Union Central always has been conducted along 
the most progressive and economical lines and has reached a degree of efficiency 
unsurpassed by any company in America. 


“It pays to work for the Union Central” 


For open territory address Jesse R. Clark, President, or Allan Waters, Supt. of Ag: nts 


Che Cnion Central Life Insurance Company 
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__HINTS TO_BUSINESS GETTERS 


A prominent citizen of 


An Estate Baltimore died recent- 
Made Up of ly by his own hand 
Insurance. and although he was 


always supposed to be 
wealthy and took an active part in large 
social and business enterprises, re- 
quiring the expenditure of large sums 
and evidently using up his current in- 
come, he died leaving some real 
estafe and a cash estate of more thau 
$50,000 made up of life insurance poli- 
cies. There are several morals in this 
story all of which point to the value 
and necessity of adequate life insur- 
ance, but, most striking of all, it shows 
in this case and others, that the cash 
assets of the estates of many men of 
prominence consist of life insurance, 
ow - oe 
Some agents get a good 
Cultivate part of their new business 


The Old by keeping in touch with 

Clients. their old policyholders. 

There is a double reason 

for this because sometimes the as- 
ured needs encouragement to keep 
his insurance going and many lapses 


would be prevented by keeping in touch 
with clients; then, a man’s changing 
circumstances or situation may make 
it desirable for him to have additional 
or another kind of indemnity, say, of 


the income or partnership variety. On 
the value of keeping in touch the 
Hartford Life says: 

“Manufacturers and dealers make a 


practice of sending men to look after 
oods that have been sold. Especially 
is this true if the wares consist of 
mechanical devices which might get 
out of order and cause dissatisfaction. 
They want to know if these devices are 
being properly used and that the great- 
st benefits are being derived by the 
vurchaser. But that is not all; they 
would not pass by one customer simply 
because they knew his machine was in 
good order and the owner satisfied. He 
is visited with the same regularity and 
is given the same consideration as the 
customer who has a kick registered. 

“There is a big salesmanship idea 
there. Life insurance policies are not 
machines and will not get out of order, 
but one cannot say as much for the 
purchasers. They need to be looked 
after even though you know they are 
satisfied with their purchase. 

“How much interest do you show in 
the goods you have sold and the pur- 
chasers of same after transaction is 
closed and you have the money? 

“Are you so interested in securing 
new business that you forget the old 
or think them no longer worth while? 
The success or failure of your life in- 
surance venture may depend upon the 
attitude of these already-sold customers 
whose influence is far more than can 
be estimated.” 

2 o — 

T. R. Fell, manager of 
the New York city 
agency of the Massa- 
chusetts Mutual Life is 
sending out an attractive letter to busi- 
ness men in which he refers to “desire 
and forethought” as follows: 

“The difference between Desire and 
Forethought has been recognized for 
ages. In his oration against the Sicilian 
expedition (414 B. C.) Nicias used the 
following expression: 

“ ‘Being convinced that in few things 
do men succeed through Desire but in 
many through Forethought.’ 

“Tt is every man’s desire that provision 
shall exist in the event of his premature 
death for an annual income for his 
widow as long as she may live and that 
such income should be nearly, if not 
iltogether, equal to the amount used for 
her support while he is alive. 

“Every business man realizes the un- 
certainty of investments. He knows that 
out of every one thousand widows who 
are left investments to manage or cash 
funds to invest, many of them will 
quickly lose all of the principal. 

“Through forethought, a man can pro- 


Desire and 
Forethought. 


vide against this uncertainty and dan- 
ger by purchasing a continuous month- 
ly income policy, which provides a cer- 
lain and definite income for the bene 
liciary as long as she may live. If the 
lirst oeneficiary should not live to re- 
ceive this income for 2U years, it is pay- 
able tor 240 months (20 years) in any 
event, so that his youngest child will be 
protected until old enough to care for 
himself.” 

‘ihe above he supplements with the 
usual request tor age, etc., upon receipt 
of which a specific illustration will be 
given. 

see 

As precious a thing 
as there is to-day is 
a minute. Don’t use 
a minute more of the 
time of the man you solicit than you 
can avoid and still do yourself justice. 
You will better your chance of success 
with him if you pay close attention to 
this. 

If he is a strict business man he will 
greatly appreciate your condensing your 
talk right down to almost the bare, nak- 
ed facts. The bare, clean facts will 
make a deeper impression on him than 
if you bundled them up and tossed them 
at Dim in the brightest kind of a wora 
gilt. 

In the first three minutes show him 
just what you’ve got to sell—show him 
your “stock.” At the same time call his 
attention in pointed fashion to speciat 
features you think will particularly in- 
terest him. Do this in a happy, very 
personal way. Ail this means, presup- 
poses, that by previous work at condens 
ing your talk you’ve a powerful, triple 
extract of patter to hand him. Keep in 
mind he’s a strict business man, used 
to sizing up a proposition by just a few 
words regarding it. He will possibly 
tolerate more than a few from you, but 
look out not to bore him. The easiest 
way to bore him is by repeating you: 
points over and over. 


Handling a 
Business Man. 


Remember that a good business man 
is used to carrying points in his mind 
trom the first time he hears them. 
Nothing wearies him like repetition. 
Lots of good business men consider re- 
petition of points an insult to their 
brains. Have every one of your points 
clear as a bell, in your mind, and state 
every one of them in as clear and im- 
pressive Manner as though you were} 
barred from repeating any one of them. 
Remember it’s right while you’re stat- 
ing the points that you are either win- 
ning or losing your man—winning or 
losing money. And beware of letting 
your statement of points be a dry re 
cital of facts. Lighten it up with bright 
little flashes of previously arranged 
illustrations, that make tie fact, each 
and every fact or point, stand out vivid- 
ly, impressively. 

You know that if an agent came into 
your office to sell you something, and if 
he reeled a dry rigmarole about it he 
would bore you; fail to interest you. 

Make your talk a delightfully inter- | 
esting incident to your prospect—sort of 
an invigorating occurrence in the busy 
grind of his business day. 

Can you do this? Can you handle the 
case of a “strict business man” along 
the lines we’ve laid down? If you can, 
you are a success. If you can’t, you} 
must learn to if you’d become a success 
at the business of writing life insur- 
ance.—International Lifemen. 

_ . e 


Some men over forty 
years of age have the im-| 
pression that their best 
days are over and that 
they already have one foot 
in the grave. They regard the appear- 
ance of the first gray hair as a sign to | 
quit and throw up the sponge, or a 
sure sign that they are already marked 
for “old junk.” They feel they are too 
old to accomplish much—too old to 
dare. 

Others, under forty, 





When Is 
a Man 
Old? 


feel they are yet | 


too young to do big things, too in- 
experienced to rise to great heights, 
and too ‘“‘kiddish’”’ to expect much recog- 


nition frota others older than them- 
selves. 

Inasmuch as we of to-day have 
scores of centuries back of us from 


which to pick examples and draw con- 
clusions, surely by so doing we can 
find pleaty of evidence to show the 
weakness and absurdity of the reason- 
ing of both such classes of men. 

History reveals the facts that Alex- 
ander the Great conquered the world 
before he was 30 years old; that 
Napoleon was beaten at Waterloo by 
Wellington, who was past 40; that 
Grant and Lee, of Civil War fame, were 
both past 40; that Joan of Are died 
at 20 with eternal fame, while Mrs. 
Eddy founded a world’s religion after 
she had passed 50; that Longfellow and 
Tennyson and Milton did their best 
after they had passed 40, while Bryant 
wrote “Thanatopsis” at the age of 19 
aud Poe reached the summit of his 
genius while under 40. 

Abraham Lincoln's career really be- 
gan after he had passed 50, as did that 
of Darwin and John Brown and Co- 
lumbus and Franklin and Adams, and 
even George Washington—the father of 
our country. Peary reached the North 
Pole at 53 and Edison’s best works 
have been accomplished since he pass- 
ed 40. Jefferson wrote the Declaration 
of Independence when he was but 33 
years of age, and the youthful Alex- 
ander Hamilton came into prominence 
at about the same time. The glorious 
fame of Florence Nightingale is due 
chiefly to the service performed by her 
after she had passed 40. 

And so, we might go on and name 
hundreds of the world’s great men and 
women who made themselves famous 
when over or und r 40 vears of age, 
but further examples are unnecessary, 
for the only conclusion to be drawn 
from those already given is ‘that it's 
more a question of “man” than of 
“age,” for the world doesn’t inquire as 
to the age of a great man before placing 
on his brow the wreath of fame for 
good and great deals well accomplished. 

U. S. Health & Accident Record. 
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THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 


INSURANCE: CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a _ safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan. 1,1912 $58,440,118.63 
Liabilities 53,858,811.65 
Surplus 4,581,306.98 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 
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“A LIFE PENSION FOR YOU” 





A new idea in 


L. G. FOUSE, President 





life insurance 
appeals to self-interest. 
the market to-day. Write for the booklet 


The Fidelity Mutual Life Insurance Company 


that 
Best seller in 


PHILADELPHIA 








General Counsel Cox of Life Presidents 
Association, Would Apply Know- 
ledge to Policyholders. 

Robert Lynn Cox, general counsel for 
the Association of Life Insurance Presi- 
dents, who planned and executed a close 
study of the 450 addresses made before 
the recent International Congress on 
Hygiene and Demography, believes that 
the knowledge gained from these 
sions should be scattered broadcast and 
that its application to the policyholders 
of the life insurance companies would 
result in mutual benefit. In a letter to 


ses- 


the New York Times on this subject, 
Mr. Cox said: 
Life Insurance Men Interested. 
“Once more we come dack, then, to 


the method of getting scientific knowl- 


e 
transformed 











edge into popular informa- 
tion for the public. To me it seems to 
be the duty of the magazines, the news- 
papers, and large busil concerns di- 
recily interested in the economic and 
industrial development of the people to 
take up this gigantic task. It was be- 
cause of the realization of its responsi- 
bility in this matter that the Associa- 
tion of Life Insurance Presidents was 
represented at the Congress by its offi- 


cers and by its health committee. There 
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are in the United States about 33,000,000 
life insurance policies. Of these, the 
twenty-three companies in this associa- 
tion have about ,000,000. The aim of 
progressive business itions to-day 
is to increas yroduction an o reduce 
expenses. Of course, the chief item of 
expense in the life insurance busines 

is the mortality rate. If that can be 
reduced, insurance can be provided at 
lower rates. Substantial reduc can 
come fron no th ! Though 
life insurance ‘ onfess a isines 

interest in prolonging the lives of their 
policyholders as Tre bloo € n \ lual 

they cannot fail to be deeply fascinate 

Vv the hu lal tarlal > ] = ) | Ps) 

prospective business ad fords 
tl Zuarantee OF active al cont ng in- 
erest that we may well be o tic 
is to the outcome In othe1 it 
is this practical view of the alue of 
life and health taken by larg isiness 

Ol that b fai oO ¢ rt the 
presen iy health move t into defi- 
nite and concrete sul What hither- 
to has been unorganize nd ial de- 
sire to live seems KE 0 come 
co erat € € 1 on 00 come 

f nh caus ith. 
oO zs out Oo ) ti- 
0 5 Owl 
] o! evholders. it 
1a the ivenu € ) 
erests is to be 
of p lic y]de é 
I sucn a ons ( ible 
portion of the public at large As cit 
zens of their “tive Cc t Q 
they can throw th \ ht of eir il 
fluence for better health laws and fo 
more efficient Lan it yf sucn 
iaws. 

‘What these olicvholders ed 

hat 1e D cn Ss s the encourage 

ent of knowin at d ise Ca irge 
l prevented a th: life iv there 
, de iterially prolonged To know 
ilso how it car e acco hed will 
afford ¢ I s necessar » get th 
thin ( i l€ SS6 atior oO 
such oO gea in the stimulatio 
of such terest life insurance compan- 
ies and the press should work hand in 
hand.” 

Its Monument. 

In noting the necessity for chiseling 
some of the work of art at the entrance 
of the Mutual Life bu g, the editor 
of Mutual Interests sa 

1e enduring monument of 





urance Company is 
of continuous bene- 
faction to is policyholders and their 
beneficiaries. The old company is built 
on foundations more lasting than those 
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gzrowing accumulation of assets, now ap- 
proximating $600,000,000, is a fortress 
against poverty compared with which 
the most massive masonry seems trivial. 
And with its growtai has come in recent 


years a more scrupulous watchfulness 
over the great trust confided to it—a 
more exacting stewardship, until it 


stands conspicuous among life insurance 
companies not only for its age and 
strength, but for its economy of man- 
agement, the liberality of its contracts, 
the astonishing increase in its dividends 
and the high plane upon which its vast 
business is conducted.” 








POLICY CONVERSIONS. 


Present Year Affords Last Opportunity 
for Changing Contracts Issued by 
Phoenix Mutual, 
Phoenix Mutual Life calls at- 
tention to the fact that the 10-20 Term 
policies which the company issued in 
1902 provided that they could be con- 
verted within ten years to a form of 
life or endowment insurance without 
medical examination; that it is there- 
evident that this year offers the 
opportunity to change these poli- 
and that all policyholders who 
have a policy of this issue should be 
nterviewed with regard to such a 
change. 


The 


iore 
last 


cies, 


In 1907, 10-Year Term policies were 
issued which provided that if change 
to life or endowment form was made 
within five years, only the difference 


back premiums with 3 per cent. com- 


pound interest need be paid. This is 
nother issue which the period for 
conversion will pass away with the 
tolling out of the year 1912. 


SPECIAL CONTRACTS BARRED. 


Georgia Court Upholds Law and Sus- 
tains American Life & Annuity 


in Suit. 

Recently Frank W. Leonard-of Atlanta 
brought suit against the American Life 
& Annuity because it refused to accept 
special contracts which are prohibited 
under the new Georgia law. The court 
has now upheld the Company and the 
constitutionality of the law by refusing 
Mr. Leonard’s petition for an injunction 

The new insurance law _ prohibits 
these special contracts, and the com- 
pany notified Mr. Leonard that it 
would not in future accept any more 
of them. He insisted in his petition 
that his contract with the Company, 

ade prior to the enactment of th 
state law, could not be thus termi- 
nated, and he also took the position 
that certain provisions of the new law 

ere unconstitutional 


“$18,000,000 PAID-FOR.” 


Goal Set For New Business For 1912 by 
the Agency Department of the 
Germania. 





The agency department of the Ger- 
nia Life reports an exceptionally 
bright outlook for the business during 
he closing quarter of 1912. which to 
gether with the results achieved thus 
j e prediction that a record 
over $18,000,000 will be 

¢ this year. 
effort of the field force in 
lent Cornelius Doremus, 


his seventieth birthday 
yucght a magnificent 


> total bein 


busi- 


o $9? os 





Germania in Maryland. 








On Tuesday of this 
Magruder took charge of 
of the Germania Life in 
the District of Columbia as manager, 
with headquarters at the new Hansa 
House, Baltimore. } 

Mr. Magruder has been identified | 
with the Reliance Life of Pittsburgh as | 
agency supervisor a position he resigned ! 
on the 30th ultimo 


week Warren K 
the interests 
Maryland and 


October 3, 1912. 

















OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in-New York City, the greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








FEDERAL LIFE 


Insurance in Force - - - - 
Capital, Surplus and Reserves - 





$20,000,000.00 
3,000,000.00 


An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies 

Accident and Health Department just being inaugurated, 

Exceptional opportunities for to form PERMANENT conneetions. 


If interested address 
ISAAC MILLER HAMILTON, President 
: CHICAGO 


men of ability desiring 








Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 








FOUNDED 


National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON Home Office: 
President National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


1868 


Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company 
There are few companies a8 substantial and none with more desir 
able contracts for the rightmen. Our policy ontracts are the most 


attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 





The Emblem of Sound Insurance 








UNITED 





STATES ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO, 
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ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO,!ILLINOIS, U.S.A 
. a 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City. 














Capable agents get splendid contracts in New York 


City by addressing 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 


C. MERWIN TURNER 


801-2 Dun Building, 290 Broadway 


can 


NEW YORK, N. Y. 








OVER EIGHTY PER CENT 
LG : of the Premium Income received in 1910, renewed in 
ic 7 oN ” a: 
\z ye ' 1911. Business that stays and pays is best for the 
j= TATES | > d th 1 ley ‘ 
+ NNUITY \ agent and the Company. A clear,fair policy contract 
0 j oo LIFE jy accomplishes this. 
[ WRITE HOME OFFICE FOR AGENCY 
> : 
~ . WILLIAM T. SMITH, SECRETARY 




















October 3, 1912. 


AMERICAN NATIONAL MEBTING. 


FIELD MEN GUESTS OF COMPANY. 








Expenses and Bonuses for Agents 
Qualifying for Enthusiastic Con- 
vention at Galveston. 


The field force of the American 
National Insurance Co. of Galveston, 
rexas, held an enthusiastic convention 
at the splendid Hotel Galvez last week, 
where some very interesting addresses 
were heard and profitable discussions 
conducted. Each agent qualifying was 
the particular guest of the company, 
had his expenses paid and in addition 
vas given a bonus of $10 on his arrival. 
The convention lasted two days and 


representatives were present from 
lexas, Oklahoma, Arkansas, Louisiana, 
Mississippi, Georgia, Alabama, North 


Carolina and Cuba. 


Some of the interesting addresses 
and topics that were presented after 
Secretary L. H. Collier had formally 
opened the meeting, were as follows: 

Opening remarks, R. M. Malpas, 
gency Manager. 


“From the Viewpoint of a Banker.” 
J W. Hoopes, vice-president and 
ishier, City National Bank. 

“Why Every One Should Carry Life 


J. W. Wright. 
Prospects and 


insurance,” 


“Finding Getting an 


nterview,” M. B, Rice. 
“How the Agent Can Help Himself 
n the Matter of Medical Selection,” 


Dr. Edward Randall, medical director. 


“Our Twenty-Pay D, I. Policy,” J. E. 
\icLemore. 

“How I Write My Business,” J. D. 
Garren, 

“How to Secure Prompt Action on 


Your Business,” F. H. 
ind manager order 


Davis, actuary 
department. 


“Our Non-Participating Policy,” J. 
Smith Walker. 

“Our Coupon Policy,” E. T. Under- 
vood. 

‘Our Invested Assets,” Frank Webb, 


lanager loan department and assistant 
easurer, 
“How to Make 
VV. E. Matchett. 
Collections,” J. A. Davis 
‘Why Fort Worth Holds 
No. 1 on the Bulletin,” W. A. 
iperintendent, Fort Worth. 
‘The Record That Counts, and How 
to Make It,” J. B. Green, superintend- 
ent, Corsicana, 
“The Value of Persistency in 
Work,” J. I. Shor, inspector. 
“How We Mature a Greater Per Cent. 
of Business Written Than Is Matured 


Your Business Stick,” 


treasurer. 


Position 
Oliver, 


Your 


‘ Other Districts,” J. S. Harris, super- 
flees sel Houston. 
“Tht Kind of Policies to Sell,” T. E. 


Driscoll, superintendent, Galveston. 
“Take a Little Tip from Fort Worth 


and Visit Us on the Bulletin,” E. W. 
Collier, assistant superintendent, Fort 
Worth, 

“The Insurance Field of To-Day,” A. 
G. McKinnon, special canvasser. 

“How io Collect a Debit,” C. K. 
Simpson, ageht, Fort Worth. 


“Importance of Small Details in Con- 
luct of the Business,” E. R. Rabby, 
uperintendent, Dallas. 

Adjourn for lunch, to reconvene at 2 
o'clock p. m. 

“Industrial Accounting,’ 
assistant secretary. 

‘Faith in Your Business and Loyalty 
to Your Company,” M. C. Cooper, as- 
istant superintendent, Houston. 

“Quality Versus Quantity of 
Business for Making Increase,” 


W. J. Shaw, 


New 
W. F. 


Walker, agent, Dallas. 

“Difference "in Debit Controlled by 
Policyholders and the One Controlled 
by the Agent,” T. K. Flack, inspector. 

“Proper Relation of the Field Man 
and the Company,” T. E. Dillworth, 
superintendent, Beaumont. 


“How to Save Lapses,” J. H. Paysee, 
assistant superintendent, Galveston. 


“Meeting Competition,” A. S. Ham- 
mett, inspector. 
“Debit Concentration,” U. E. Wood- 


ruff, superintendent, San Antonio. 
“How to Properly Handle and Adjust 
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Disability Claims,’ A. V. Reynolds, as- | 


sistant superintendent, Galveston. 
“How 1 Successfully Care for the 
Largest Debits on the Company Books 
and Make More Than My Allotment of 
Increase,” Joe King, agent, “an Antonio. 
“To the Men Who Failed to Qualify” 
(to be copied on the weekly bulletin), 
C. W. West, superintendent, Houston. 
“Advantage of Advance Pay,” W. G. 
Russell, superintendent, Waco. 
“Believe in Your Profession If You 
Would Succeed,” W. E. Buck, agent, 
Galveston, 


SECURING SUCCESSFUL AGENTS. 





(Continued from page 6.) 
on a two-by-four basis. Successful men 


If the agent is broad, lib- 
fair-minded, and doesn’t do 
things on a two-by-four basis, he is 
sometimes bigger than the manager. 
There is one thing that is sometimes in 
the way of the development of an agen- 
cy force, and that is the manager 
who is “penny wise and pound foolish;” 
he is not liberal enough in his dealings: 
he is not willing to spend $10.00 unless 
he sees $20.00 coming bac he over- 
looks the fact that the agent may make 
him $100.00 or $1,000.00 in five years.— 
C. H. Jones, Richmond, Va. 
“Big, Fat and Heavy.” 

There is one thing that I want to em- 
phasize, and that is, in employing 
agents, for goodness sake, never employ 
one who is too big, fat and heavy to get 
around on his feet. A life insurance 
agent must be a mover. I am speaking 
from my own experience, and I hope 
that no one will consider this personal. 


are big men. 
eral and 





k; 


From my observation and experience 
in trying to secure agents, there is an- 
other thought which has manifested it- 


self, and thaz is, it doesn’t pay, gentle- 
men, to go around looking up men who 
have failed in other line of 
they have undertaken. I mean 
vroken-down lawyers, cast-aside politi- 
cians and office-holders—men who have 
failed in everything else under the 


every busi- 


less 


sun. 


‘hose men have lost self-respect for 
their own ability; they have lost hope, 
and when a man loses his own self-re- 
spect—I do not mean respect for his in- 


tegrity, altogether, but when he has lost 
respect for his ability to succeed in this 
world—he has lost a great deal. It does 
not make so much difference to a man 
what other people think about him, but 
it does make a great deal of difference 
what he thinks of himself. He can bet- 
ter afford to part with the respect and 
2001 opinion of every man on the face 
of the earth than he can with his own 
self-respect. The man who has parted 
with self-respect for his ability has part- 
ed with everything on which to build 
he has no foundation left. There is hope 
always for the man no matter what his 


reputation may be so long as he knows 
that he has not lost his self-respect, that 
his conscience is clear. He may have 
made failures in life, but he has always 
something to build on when he has hope 
left, so let us steer clear, not only of 
the overweight but of the man who is 
an underweight in self-respect.—E. L. 


Jackson, Miss. 
Get Right Yourself. 

Getting agents is not such a 
proposition many of you seem to 
think. Perhaps I look at it dif- 
ferently. We have the same difficulties. 
We have the same companies doing all 
the things you have mentioned. They 
are just as strong in the Virginias and 
the Carolinas they are in Michigan 
and Louisiana, and in addition we have 
home companies that issue policies that 
are backed by the State. They have the 
Insurance Commissioners to endorse 
their policies. They charge a rate much 
lower than ours, and pay the agent any- 
thing he wants. There is no limit. But 
that is not the question. The hardest 
man we have to hire is the man who 
works for the ———— Life on a 35 per 
cent. graded contract. We can’t hire 
him because he thinks he has just as 
good a company as ours. 

No manager can convince an agent 
that the company he represents is bet- 
ter than other companies if the man- 


izland, 


difficult 


as 


as 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 

The Company By the People 
For the People 

The Daily Average of the Company’s 
Business during 1911 was: 

526 per day in Number of Claims Paid. 


6,432 per day in Number of P 
Issued and Revived. 


olicies 


$1,524,268 per day in New Insurance 
Issued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$125,468.73 per day in Increase of 


Assets. 


JOHN R. HEGEMAN President 








J. G. WALKER, President 
r. WM. PEMBERTON, Ist Vice-President 


The Life Insurance 


Home Office - - 


OLDEST - 


Southern Life 


Company of Virginia 
ORGANIZED 1871 

RICHMOND, VIRGINIA 

LARGEST - 


Insurance 


the PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in theit provisions and their values are absolutely 
guaranteed 

Assets useewesnenenens December 31, 1911 . $7.37 
Liabilities oe — .. December 31, 1911 ‘ os 

apital and Surplus. ; December 31, 1911 j 1 
. surance in Force .. December 31, 1911 : 7 
Total P: 1yments to Policyhoiders since Organization . 11 


W. L. T. ROGERSON, 2nd Vice-President 
KE. D. HARRIS, 


Secretary 


STRONGEST 
Company 














INDUSTRIAL 


INSURANCE 





CUR NEW SALARY AND 


H. POLLMAN EVANS, President 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


COMMISSION CONTRACT 


Head Office, TORONTO 





Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most I*beral Industria] Policy 








Life Insurance and Texas 














75 | ‘ so Texas has more than four million people, made up of 
Bd po wr home grown population and the best selections from other 
F r—— states. They are ke progressive peot le and they are ying 
U | = life insurance—about seventy million dollars a year 
L _ 
More than a hundred thousar 
~ the state are uninsured, and seve 
inadequately insured. We want ten o 
~ fleld men to tell them about the 8 


JAS. A. STEPHENSON, President 





DALLAS, TEXAS 








ager himself does not feel that way. 
averything that is right can be done: 
everything that is right is possible. If 
you can simply convince yourself, in 
going after an agent, that you have the 
best thing on earth for the agent, you 
can’t help succeeding. We cannot pay 
agents on the basis that other 
companies do, but we can give the man 
a better contract, so that in the end he 
will earn more. I am convinced now, 
after having been with the Company 
twenty-nine years, that in the long run 
we will give as big dividends as any 
company. If I had any doubts in my 
mind they have been dispelled by the 


some 


nterviews with the Executive Commit- 
tee of the Managers’ Association. I be- 
lieve that the Fi ale ity policyholder who 
lives the average life will be the win 
ner. He will get a better run for his 
money than anywhere else. 

The main thing is to get yourself right 


into the other fellow 
siasm enough for my- 
of the business to- 


first, then beat it 
If I had only enthu 
self I would be ou 
day, but I have to try and help the other 
fellow. lf you haven't any enthusiasm 
to spare you are not a manager; you 
ought to resign your commission and go 
out as a solicitor.—D. R. Midyette, Rich- 
mond, Va, 
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PUBLICITY THE REMEDY. 


In his report for 1912 Commissioner 
Moore of Ohio states that in “the past 
few years the business of promoting 
new insurance companies has become a 
fruitful field for promoters with con- 
sciences working overtime, to ex- 
defraud, unwary and 


investors.” 





not 


rloit, not to say 
guileless 

Commissioner Palmer of Michigan in 
referring to the promotion 


his report, 


of new insurance companies says:— 


“The stock of one of these proposed 
corporations is generally sold for a con- 
siderable advance over the par value, 
when as a matter of fact it has no 
monetary value whatever. The selling 
price is arbitrarily fixed by the pro- 
moters at whatever price they believe 
the public will stand for and out of the 
surplus, or moneys received over and 
above the par value, the organization 


expenses ‘are paid. These expenses 
vary according to the honesty of the 
»romoters, ranging all the way from 


practically nothing to as high as 75 and 


8) per cent. of the total contribution. 

The heads of other State insurance 
departments in reports issued have 
made similar statements and yet the 
work of promotions goes on just the 
Same, 

The remedy, it would seem, is sim- 
ple. 


Publicity; the searchlight of investi- 
gation will do the work. If laws were 
enacted empowering State insurance 
departments to supervise the formation 
of companies, or at least 
make investigation into the method of 
formation there would be less reason 
for critisism in connection therewith. 

It is doubtful if there is a State in 
the country so free from promotions 
as New York. The reason is that the 

Department has power to 
companies in process of or 
ganization should it be deemed advis- 
able to do When this law became 
operative a year or so ago, two things 
were noteworthy: 


insurance 


Insurance 
examine 


so. 


First, an exodus for other States 
of promotion schemes, and: Second, a 
cessation of company organization 


where the chief point of consideration 
was the promotion fee to be obtained. 

Why don’t the commissioners of 
Ohio, Michigan and other States try the 
publicity remedy? 


The assertion of disgruntled fratern- 
alists that the Mobile Bill, which bids 
to revolutionize fraternal insur- 
ance, is the product of an intrigue be- 
tween the National Convention of In- 
surance Commissioners and the “Insur- 
ance Trust’—i. e. legal reserve com- 
panies—for the purpose of driving fra- 
from the field is, of 
ridiculous. Such a proposition 
is simply an impossibility. There may 
be executives of legal reserve compa- 
nies who have expressed the opinion 
that fraternals should come under the 
supervision of State insurance depart- 
ments to a greater degree than in the 
past, and that they should also bear a 
Share of the tax now saddled upon reg- 
ular companies, but as a rule the im- 
pression prevails that fraternal soci- 
eties have benefited the cause of legal 
reserve life insurance in two ways: 
First as a great educating force; in- 
stilling into the minds of millions the 
need for and advantages of this means 
of protection and Second, from practi- 
cal experience a recognition of the in- 
adequacy and uncertainty of the fra- 
ternal system has turned hundreds of 
thousands the protection of 
“old line” institutions. 

‘The present dilemma 
has long been recognized by leaders in 
traternalism, but they have either been 
afraid to apply the remedy 
rates and reserves 
The 
have 


fair 


ternal societies 


course, 


to seek 


ot fraternals 


increased 
or unable to do so. 


courts, upon several occasions, 
held that the 
give no power for increasing rates ex- 
by both 
ihereto; i. e. society and member. As 


the latter, generally speaking, will not 


contracts issued 


cepting consent of parties 


give the necessary consent, the former 


is powerless to act alone. In other 
words the rates must remain insuffi- 
cient. 


Numerous instances might be cited 
where the officials of a society recog- 
nized the need for and recommended 
increase but 
the idea was withheld. 

It was this ccndition of affairs that 
prompted the Insurance Commissioners 
Convention to take action which re- 
sulted in the drafting of the Mobile 
Billi and enactment in twenty 
States. “rough 
spots” on the measure, but in the main 
it embodies the only possible salvation 
fer fraternal societies, namely adequate 
If the turbulent 
fraternalists are seeking a “goat” upon 
which to saddle the present serious 
situation, they should look within their 
own ranks. 


of rates, the approval of 


its some 


There may be some 


rates and reserves. 


Distinguished Visitors. 
Arthur Duncker, president of the 
Nord-Deutsche Insurance Co. of Ham- 
burg, Germany, is due to arrive in this 
rountry on the 5th inst. on the Ham- 
burg-American Line Steamer Victoria 
Luise. It is Mr, Duncker’s first visit to 
the United States and his coming is 
looked forward to with great interest by 
the insurance fraternity here. He is 
regarded in Europe as a great authority 
on marine insurance, and will be partic- 
ularly interested in that branch of the 
business as conducted in this country. 
Mr. Duncker will be accompanied by 
A. Joly, a prominent insurance broker 
of Hamburg, and they will visit several 
of the large cities, returning to Ger- 
many about the first of November. 


UNDERWRITER 





October 3, 1912. 








PLANS IMPORTANT CHANGES 


N. Y. DEPARTMENT CONFERENCES 








Supt, Emmet and Deputies Working 
On Modifications of Many Exist- 
ing Laws. 

The New York Insurance Depart- 
ment is now working on some im- 


portant changes in existing laws of the 
insurance code, which Superintendent 
William T. Emmet will recommend 
tor enaciment at the coming session of 
the State Legislature. it has been 
known for some time that some radical 
changes would be proposed by the de- 
partment to perfect certain of thé 
newer laws and also to liberalize some 
of the old, not to mention the further 
extension of the supervision of the 
superintendent of insurance, 

A notable addition to the proposed 
laws that will still further increase the 
supervisory powers of the insurance 
head, will be the licensing of stock 
salesmen and others who engage in 
promoting or selling the stock of in- 
surance corporations in process of or- 
ganization. This bill also contemplates 
giving the superintendent authority tv 
pass upon all literature, advertising 
and contracts in connection with the 
proportion or sale of stock of a com- 


pany. 
Some of the proposed changes on 
which Superintendent Emmet, his 


deputies, bureau heads and counsel are 
holding regular conferences are: 

‘the practicability of a single auto- 
mobile policy, giving to the owner ol 
the car all of that protection which 
can how be secured under two policies, 
ohe Wrillen by a casualty company anu 
the other by a fire company. 

A modification of the broker's license 
law so as to eliminate the unconstitu- 
tional feature to principal occupa- 
Lion how contained therein, and lo 
limit the holder of a broker's license 
to a specific class of insurance ‘busi- 
ness, 

Requiring 


as 


brokers to furnish surety 


bonds to the department before being 
licensed, thereby protecting the as- 
sured. 

The practicability of an inspection of 
all fire risks before the issuing ol 
policies, so as to eliminate  over- 
insurance, Which is believed to be a 
contributing cause to a great many 
fires. 

A proper loss reserve for title in- 
surance companies. 

Whether it will be well to place 


under the supervision of the depart- 
ment all tax collections from insurance 
companies, the present system divid- 
ing this responsibility between the 
State Comptroller and the Superintend 
ent of Insurance, 

A provision for the 
agents of corporations and others en- 
gaged in promoting or selling the se- 
curities of insurance corporations in 
process of organization and of holding 
companies, giving the Superintendent 
authority to pass upon all advertising, 
literature, contracts, ete., used in con- 
nection therewith. 


licensing of 


A more adequate special loss reserve 
for employers’ liability companies, the 
necessity for which was indicated in 


the paper presented by Supt. Emmet 
at the National Convention of Insur- 
ance Commissioners held at Spokane 


in July of this year, 





Southland Expanding. 

An awakening all over the Southland 
in industrial development and general 
5usiness activity is indicated in an ar- 
ticle in a recent issue of the Manu- 
facturers Record, which has made a 
compilation of new enterprises recently 
started in the Southern states. Nearly 
all the States show this activity and the 
range of industries is broad, indicating 
a general development, 


ward 





-t\OF PERSONAL INTEREST 








Artemas R. Roberts, president of the 
Amicable Life of Waco, Texas, is known 
as one of -the “Men Who Are Making 
Waco.” One of the things that the 
enterprising Texas city has to thank 
him for is the Amicable Life Building 
and they don’t overlook it either. The 
Waco Morning News said recently: 
“The Amicable building is a feature 
that has attracted attention to Waco 
from all parts of the country. Waco 


is known as the Texas town with 
the twenty-two story building, and it 
overtops any other building in this 


State—in fact, probably in the entire 
South. When Artemas R. Roberts first 
announced that he would construct it, 
tbere were doubting ones here and 
there, but the determination of the man 
who had organized and put in the front 
rank the most successful life insurance 
company that Texas has, was not to 
be stopped by the doubts of his fellow 
citizens. In the making of Waco the 
\micable has its place, and the head 
of the Amicable has made that place 
for it. He is one of the men who has 
come to the front by his own energy 
and his own ability. It was not the 
helping hand of another; no _ silver 
spoon brought him success, but the 
inspiration to do something, to accom- 


plish that which would be a mark of 
distinction, encouraged him in_ his 
efforts. The Men Who Are Making 
Waco have as their associate in this 
work the help and the ‘influence of 
Artemas R. Roberts.” 

S. H. Quackenbush, agency super 
intendent for the Aachen & Munich, 


had a curious experience recently which 
demonstrates the necessity for a close 


supervision over building operations 
ind standard requirements of con- 
struction for all structures, even 


the frame residence property found in 
suburbs. Not long ago Mr. Quacken- 


bush bought a pretty house in one of 
the New Jersey suburban towns which 
had every cutward appearance of being 
of the highest grade of material and 
workmanship. One of the recent cool 
evenings a fire was started in an open 
fireplace in the living room just to take 
the chill off the air. There is nothing 
quite as delightful as the open fire place 
in the suburban house and Mr. Quacken- 
bush settled back in a deep low morris 
chair to enjoy to the full the quiet 
charm of the low flickering lights, and 
being a practical man, to congratulate 
himself on his excellent taste and 
judgment in selecting a house that was 
not only beautiful, but safe. This happy 
contemplation was disturbed by the 
smell of smoke. Quackenbush _ the 
philosopher immediately became Quack- 
enbush the fire prevention enthusiast. 
Imagine his surprise when investiga- 
tion showed that the blaze in the open 
fire place had burned clean through the 
wall to the outside! The fire required 
the attention of the local fire depart- 
ment, 





Nicholas W. Muller, secretary of the 
Southwestern Casualty Co. of San 
Antonio, Texas, is back in New York 
on a flying visit. Secretary Muller’s 
excellent work with the Southwestern 
Casualty has not affected his health 
adversely. The man who said that 
work is the best panacea, must 
have seen “Nick” Muller. Ruddy, hale 
and enthusiastic about Texas and the 
Texans, he is expanding almost in the 
same proportion as the Southwestern 
Casualty. 

T. F. Lawrence, of 
the Hartford Life, is back at his desk 
after an illness of several weeks and 
is primed, notwithstanding his long in- 
disposition, for a strenuous fall cam- 
paign for business. The field has 
planned to give him a big increase in 
new business as a testimonial and a 





Vice-President 


kind of congratulation on his recovery. 
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STATE ISSUBS RATE SCHEDULE 


KENTUCKY BOARD MAKES BIG CUT. 


Chairman Says it Will Save Insurers 
$250,000 Annually—Goes in Effect 
November 1. 





Louisville, Ky., Oct. 2. (Special)—A 
peculiar condition obtains in Kentucky 
with reference to the reduction of rates 
on dwellings and contents. The reduc- 
tion if ultimately enforced, will take ab- 
solute effect, because there has been no 
rate cutting or rebating in the State. 
Field men best qualified to judge, ex- 
press the opinion that cut rate business 
in Kentucky is absolutely negligible, 
what little there is of it, having been 
confined to whiskey largely controlled 
by brokerage agreements. The rate cut- 
ting there has been marked by excess 
commissions. 





All fire insurance companies doing 
business in Kentucky have been notified 
by the State Insurance Board that on 
November 1, a new basis schedule of 
rates on dwelling property will go into 
effect. Chairman Ruby Laffoon is 
quoted as saying that the new schedule 
will result in an average reduction of 
25 per cent. and make a net saving 
of $250,000 annually to insurers. . The 
board completed this part of the work 
of rerating the State first because it 
affects a larger number of people in 
all sections. Louisville, Covington and 
Newport are put in first-class cities, 
but no changes are made in the classi- 
fication of other cities. The cities are 
divided into first, second, third, fourth, 
four and a half, fifth and sixth classes. 
The rates go into effect November 1, 
and the companies have until that time 
to file objections and application for 
a hearing before the board. 

The notice to insurance companies 
says: 

“Pursuant to an act of the General 
Assembly of the Commonwealth of 
Kentucky, approved March 4, 1912, you 
are most respectfully notified that the 
State Insurance Board of the State of 
Kentucky is now ready, after a careful 
consideration of the subject, to publish 
a general basis schedule and tables by 


which rates charged for insurance by 
insurance companies writing fire and 
tornado insurance in this State must 


be obtained, covering upon farm prop- 
erty in general and upon dwellings and 
contents situated in the various classed 


towns and cities in said State, as is 
shown by the schedules and _ tables 
hereto attached, including exposures 


and after charges that may be had as 
shown by said schedules and _ tables, 
and that the said State Insurance Board 
will adopt and publish said schedules 
and tables as the correct and legal rate 
that will obtain in Kentucky in fixing 


the charges for insurance against loss 
or damage by fire and tornado upon 
the classes of property specified herein. 

“The rates obtained by the application 
of said schedule and tables will be 
published as the legal rates in Ken- 
tucky upon the classes of property 
named and shall be effective immedi- 
ately after the first day of November, 
1912, and shall remain effective until 
modified or changed by the action of 
said board, unless objections are found 
and filed in writing with the secretary 
and application made to the said State 
Insurance Board for a hearing upon the 
objections so filed between the date 
hereof and the said first day of Novem- 
ber, 1912, 


Basis Rates. 

“The basis rates to be charged for 
fire insurance, covering upon farm 
property, is fixed by said board at 60 
cents for a brick metal-roof building, 
80 cents for a brick shingle-roof build- 
ing or a frame metal-roof building, and 
$1 for a frame shingle-roof building, 
instead of 75 cents for a brick metal- 
roof building, $1 for a brick shingle- 
roof building or a frame metal-roof 
building and $1.25 for a frame shingle- 
roof. 

“The rates fixed for tornado insur- 
ance by said board, covering upon farm 
property, is 40 cents for one year, 60 
cents for three years and 80 cents for 
five years, instead of 50 cents for three 
years and $1 for five years. 

“The rate as fixed by said board for 
insurance against fire and tornado upon 
the classes of property above named is 
a reduction over the rates formerly 
charged by the insurance companies of 
20 per cent. 

“The rate fixed by said insurance 
board for tornado insurance, covering 
upon barns and tobacco in barns situ- 
ated in the country, has been fixed at 75 
cents for one year, $1.15 for three years 
and $1.50 for five years, instead of $1 
for one year, $1.50 for three years and 
$2 for five years. This is a reduction 
of 25 per cent. over the rate formerly 
charged, 

Charges in Cities. 

“The basis of rates fixed by said 
board {hat may be charged for fire in- 
surance in cities of the first class are 
as follows: For a brick metal-roof 
Luilding, 15 cents; frame metal-roof 
building, 20 cents, and for a frame 
metal-roof building, 25 cents, and for a 
frame shingle-roof building, 39 cents, 
instead of for a brick building, 20 
eents; for a brick metal-roof building, 
25 cents; for a frame metal-roof build- 
ing, 25 cents, and for a frame shingle 
roof building, 30 cents. 

“The basis rates fixed by said board 
that may be charged for fire insurance 
in cities of the second class are the 
same as those fixed by said board in 
cities of the first class, instead of 30 
cents, charged for a brick metal-roof 
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building, 40 cents charged for a brick 
shingle-roof building, 40 cents charged 
tor a frame metal-roof building and 60 
‘ents charged for a frame shingle-roof 
building. 

“The basis rates fixed by said board 
that may be charged for fire insurance 
in cities of the third class are 25 cents 
for a brick metal-roof building, 30 cents 
for a brick gshingle-roof building, 35 
cents for a frame metal-roof building 
and 40 cents for a frame shingle-roof 
building, instead of 35 cents for a brick 
metal-roof building, 45 cents for a brick 
shingle-roof building, 45 cents for a 
frame metal-roof building and 65 cents 
for a frame shingle-roof building. 

“The basis rates fixed by said board 
that may be charged for fire insurance 
in cities of the fourth class are as fol- 
lows: 30 cents for a brick metal-roof 
building, 35 cents for a brick shingle- 
roof building, 40 cents for a frame 
metal-roof building and 45 cents for a 
frame shingle-rooft a building, instead 
of 40 cents for a brick shingle-roof 
duilding, 50 cents for a frame metal- 
roof building and 70 cents for a frame 
shingle-roof building. 

“The basis of rates fixed by said 
hoard that may be charged for fire in- 
surance in cities of the four and a half 
class are as follows: 35 cents for brick 
metal-roof building, 40 cents for a brick 
shingle-roof building, 45 cents for a 
frame metal-roof building, and 50 cents 
for a frame shingle-roof building, in- 
stead of 45 cents for a brick metal-roof 
building, 55 cents for a brick shingle 
reof building, 55 cents for a frame 
inetal-roof building and 75 cents for a 
frame shingle-roof building. 

“The basis rates fixed by said board 
that may be charged for fire insurance 
in cities of the fifth are as fol- 
lows: Forty cents for a brick metal 
roof building, 45 cents for a brick shin- 
gle-roof building, 55 cents for a frame 
metal-roof building and 70 cents for a 
irame shingle-roof building, instead of 
50 cents for a brick metal-roof building, 
60 cents for a brick shingle-roof build 
ing, 60 cents for a frame metal-roof 
building and 80 cents for a frame shin 
gle-roof building. 

“The basis rates fixed by 
to be charged for fire insurances 
of the sixth class are as fellows 

brick metal-roof building 50c., 
brick shingle-roof building 55c., for a 
shingle metal-roof building 65c. and for 
a frame shingle-roof building Svc., in- 
stead of 60c., for a brick metal-roof 
building, 75¢c. for a brick shingle-roof 


class 


board 
in cities 

For 
for a 


said 


building, 75c. for a frame metal-roof 
building and $1 for a frame _ shingle- 
roof building. 

“Said Insurance Board by its orders 
had authorized a rate covering upon 
contents of dwellings, situated in cities 
of the first, second, third, fourth and 
four and a half class of towns a rate 
somewhat higher than the rate upon 
the building The additional chargé 
was permitted in towns having fire pro- 
tection for the reason that the contents 
of dwellings are damaged to a greater 


1] 


extent than the buildings by water and 
chemicals used in extinguishing fires. 
“The average reduction in for 
Insurance upon classes of property re- 
ferred to will, in the opinion of the 
board, result in a reduction of rates of 
from twenty-five to thirty per centum, 
and will result in a saving to the in- 
surers of the classes of property named 
in the sum of something like $250,000 
per annum. The classifications of the 
cities will remian as heretofore fixed 
by the insurance companies, with the 
exception of Louisville, Covington and 
Newport, which have been classified by 
the board as cities of the first 
Must Exercise Great Care. 
Laffoon said that it was a fact 
the fixed by the board 
show a reduction of something 
per centum upon the classes of 


rates 


class.” 


Mr. 
that 
would 
like 25 


rates as 


property dealt with, yet the rates as 
promulgated by the board were not as 
they were upon the same property in 


Ohio, Missouri, Illinois and many other 
of the States, but statistics show that 
the ratio of loss to income has been 
greater in Kentucky than in many of 
the other States, and that he confident- 
ly believed the board's action in re- 
ducing rates in Kentucky would stimu- 


late the insurance companies in an 
effort to reduce the fire waste in the 
States which could be done in many 
ways. For instance, he said the com- 
panies should be more careful regard- 
ing over-insurance, and should likewise 
pay more attention to the moral and 
physical hazard of the risk and should 
encourage better construction and a 
general improvement in the fire-fight- 
ing apparatus. The lack of precaution 


on the part of the companies has caused 
in Kentuck L ver considerable in- 
crease in the number of fire 











and con 

juent loss to them 
Mr. Laffoon said that it was not the 
desire of the board to deal harshly or 
arbitrari with I insurance com- 
panies, but to fix a rat to be charged, 
for instance, that was reasonable and 
just both to the companies and to the 
publi He said that the board would 
next tak p the consideration of a 
schedule to be applied to mercantile 
risks and special hazards, and that he 
hoped a consideration of the rates upon 
this class of property would justify the 
boar n making a schedule that would 
likewise reduce the rate upon it. He 
said ther id been a great many re- 
quests filed with the board asking that 
| sel covering tobacco factories 
1d tobacco warehouses and whiskey 
bonded warehouses be next con- 

ed 

Want Hearing Before Supreme Court. 
I ] i Un States Su- 
preme C convenes petition will be 
n le for the ppointment of a day upon 
ve heard the 
" I surance companies 
us the State of Kentucky in which 
‘ nalty of the rate making 
i I commonwealth is challenged 








San Francisco Losses 

Amounting to $4,522,905:00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 


office in Liverpool 





Surplus, i 
Losses Paid by Chicago Fire, 1871 








Losses Paid by Baltimore Fire, 1904 





funds largely supplied by head 


U.S. Cash Assets, Dec. 31, 1910 $13,784,520.57 
4,481,988.60 
3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
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G. 


CIMICED 


Over $127,000,000.00 


Losses Paid in the United States 
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CLOSING “STAMPING -OFFIGRS| 


ONE BRANCH FOR EACH STATE. 





Southeastern Underwriters Association 
Consolidating its Work—Opposition 
Encountered. 


Acting upon its new plan of handling 
the business in its territory, the 
Southeastern Underwriters Association 
is rapidly centralizing its work by con- 
solidating the stamping offices in one 
branch for each State. There has 
been some opposition chiefly local 
and considerable competition and jeal- 
ousy displayed in the selection or at- 
tempts to secure the selection of the 
cities which shall be designated as the 
State office. Much improvement in the 
work is expected to result ultimately 
when the new system is fully under- 
stood and got in good working order. 

The State Bureau offices have been 
located as follows: North Carolina at 
taleigh, N. C.; P. B. Hulfish, manager. 
South Carolina at Columbia, S. C.; F. 
fr. Bruce manager. Florida at Jackson- 
ville, Fla.; James R. Parker, manager. 
The offices will be designated as ‘State 
Inspection and Rating Bureaus.” 

All of the association’s branches 
have now been provided for except that 


of Alabama. The Georgia office will 
be continued in Atlanta and the Vir- 
ginia office at Richmond. 

Local and special agents had so 
magnified the importance of these 
offices that a statement was made to 
remove the erroneous impression that 
there will be expensive offices with a 


large retinue of clerks and inspectors. 
The whole scheme is to bring the local 
agents into closer touch with the asso- 
ciation and to keep down the expenses 
of conducting business. Economy and 
efficiency of service is expected to fol- 
low the proposed concentration of the 
stamping offices, formerly located in 
different sections of the field. 

There is considerable rivalry between 
Montgomery and Birmingham as to 
which shall get the Alabama State 
office. It is learned. that a large dele- 
gation from the commercial institutions 
of Birmingham have appointed com- 
mittees to go to Atlanta to urge the 
claims of that city. Insurance men are 
reminded that the same organizations 
osking preferment for Birmingham were 
quite active some months ago in adopt- 
association 


ing resolutions to put the 
out of the State. Montgomery claims 
that it has always been friendly to 


the association, while the same cannot 
be said of either the merchants or 
local agents of*some other cities now 
prominent in urging their claims. | 





BUFFALO COMPANY ORGANIZING. 
Seneca Fire Insurance Co. has Promi- 
nent Local Backing—To Have 

$200,000 Capital. 





The 


Senaca Fire Insurance Co. which | 
is being 


organized at Buffalo, N. Y., 


has among its incorporators and sub- | 
scribers prominent bankers and insur- | 
ance men of Buffalo and Detroit. The 
Company has incorporated with an 
authorized capital of $200,000 and will 
have a surplus of $200,000. ' 


The following are the incorporators 
of the Company: John W. Robinson, 
William F. Kasting, Millington Lock- 
wood, Charles D. Bigelow, Alfred H. 
Burt, Charles H. Wiesseman, Dell L. 
Tuttle, Herbert P. Bissell, Bayard 
Bigelow, John L. Clawson, Edward J. 
Dold, Louis P. Fuhrmann, James F. 
Foster, Frank A. Beyer, Martin H. 
Blecher, Joseph W. Dooley, James 
Fenton and Oliver G. LaReau. 

Among the subscribers are John W. 
Robinson, president of the Third Na- 
tional Bank of Buffalo; C. C. Quinlan, 


president of the Detroit Underwriters’ 
Company, and Paul Turner, vice-presi- 
dent of the Detroit National Fire In- 
surance Company. 

The management of the affairs of this | 





Surplus Lines 


business through our oftice 
commission paid. 


and amounts they carry. 
We invite your patronage 
your interest. 





Guaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single 
risk in seventeen (17) syndicates composed of 116 guaranteed 
names of London Lloyds Underwriters that accept American fire 
Immediate binders given; 
If you are short of insurance send us full 
information, including list of the principal represented companies 


and ;romise careful attention to 


MARSH & PIcLENNAN 


175 West Jackson Boulevard 
Chicago, III. 


London Lloyds 


10% 





| 





Company at the present time is in the 
hands of a committee elected by the 
incorporators and comprising the fol- 
lowing: William F, Kasting, chairman; 


Millington Lockwood, Charles D. Bige- 


low, secretary John W. Robinson, 
Alfred H. Burt, Charles H. Wiesseman, 
Dell L. Tuttle, Herbert P. Bissell and 


Bayard Bigelow. 





FULL KENTUCKY DECISION. 


(Continued from page 1.) 

ments among agents existed in parts of 
the State. It is enough to say that in 
this business a degree of monopoly is 
probable, unless prevented by appro- 
priate legislation. It seems measurably 
analogous to the elevater business in- 
volved in Munn v. Illinois, 94 U. S. 113, 
24 L. Ed. 77, and Budd v. New York, 
J. S. 517, 12 Sup. Ct. 468, 36 L. Ed. 


247. And see Carroll vy. Greenwich Ins. 
Co. 199 U. S, 401, 411, 26 Sup. Ct. 66, 
50 L. Ed. 246. 

Of a Quasi Public Character. 


2. The business of fire insurance is 
not impressed with a public use in the 
sense that the public can demand ser- 
vice, but it has at least a quasi public, 
as distinguished from a purely private, 
character. See discussion in Atty. Gen. 
v. Firemen’s Ins. Co., 74 N. J. Eq. 372, 
281, 73 Atl. 80, 414, 29 L. R. A. (N. S.) 
1194, 135 Am. St. Rep. 708, 18 Ann, Cas. 
1048, 


Recognizing such public character, 


the business has been subjected to 
regulation which would be quite invalid 
in a purely private’ business, such 


valued 


Daggs, 


egulations, for 
policy law 


example, as a 
(Orient Ins. Co. y., 


557, 19 Sup. Ct. 43 L. Ed. 
recovery penalty 
Co. v. Hale, 219 
246, 55 L. Ed. 
legislative right 
the extent 
business a 
the amount 


172 U. S. 281, 
2, and an increased 
(erman Alliance Ins. 
U. S. 307, 31 Sup. Ct. 
229). So, too, the 

seems to be recognized to 
of limiting the amount of 
company may do in a year, 


of commissions it may pay its agents, 
ete. Such regulations are familiar, 
and, so far as have been brought to 
our attention, unchallenged; but they 
are clearly in violation of an unre- 
stricted right of contract. Further, 


regulation 
continued 


the universal system of State 
tending to make certain the 
solvency of the companies is incon- 
sistent with any absolute right by the 
insured to contract for the cheapest 
insurance satisfactory to him. See, 


also, Noble Bank v. Haskell, 219 U. 5. 
104, 31 Sup. Ct. 186, 55 L. Ed. 112, 32 
L. R. A. (N. S.) 1062, Ann. Cas. 1912A, 
487, in connection with undoubted 
analogy between banking and _ insur- 
ance. i 

Status of the Company. 

(2) 4. Complainant is a Missouri 
ecrporation. It is permitted to do 
business in Kentucky under a license 
annually renewed. It cannot have 
greater rights than a domestic corpor- 
ation has in the subject-matter now 
involved. Orient Ins. Co. v. Daggs, 
supra, 172 U. S. 566, 19 Sup. Ct. 281, 45 
L. Ed. 552, and cases cited. Under the 


power of amending corporate charters 
reserved by the Kentucky Constitution, 
a general prohibition directed against 
all persons and corporations will effec 
a valid amendment of a _ corporate 
franchise, even though the prohibition 








EDGAR J. HAYNES, Jr., Pres. 


THE eames FIRE INSURANCE COMPANY CHARTERED BY THE 
TATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


NOD fv sictdeskscrwde ..$1,876,593.29 
i AT Ee ery 500,000.00 
SURPLUS TO POLICYHOLDERSG.......... $1,359,881.30 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 





THOMAS L. FARQUHAR, Secy. 








18% 54 when that ¢ ompany was absorbed by the 
Established 1851 


Established 1867 


facilities are 





THE MONONGAHELA UNDERWRITERS 


Created to protect the business and agents of the MONONGAHELA INSURANCE COMPANY. 
AMERICAN UNION FIRE 


THE PITTSBURGH FIRE INSURANCE COMPANY > 
THE GERMAN FIRE INSURANCE COMPANY 
EASTERN DEPARTMENT 


Manhattan Life Building, Philadelphia, Penna. 


The well established record of this office for promptness and fairness will be maintained, and our 
better now how than ever before, 


FRANK C c. STURTEVANT, Manager 


established 
INSURANCE COMPANY 


Of PITTSBURGH, PENNA. 


Of WHEELING W. VA. 








| sonable rates” does not seem 


| was 


|having at one time 


October 3, 1912. 


| might be invalid against individuals. 


Berea College Case, 211 U. S. 45, 29 
Sup. Ct. 33, 53 L. Ed. 81. See, also, the 
discussion and cases cited in Hancock 
|} Ins. Co. v. Warren, i8t, U. & 7, %, 
121 Sup. Ct. 535, 45 L. Ed. 755. The 
| power is clear to refuse a charter to 
|/a corporation, unless it would accept 
|the regulation now proposed; and so 


| the only question must be whether this 
| sort of corporate regulation will defeat 
(or substantially 


impair the object of 


|complainants license, or any right 
which, pursuant to the license, is 
vested in complainant to the business 
| which complainant has built up. 


| Berea College Case supra, 211 U. S. 57, 


29 Sup. Ct. 33, 53 L. Ed. 81. An amend- 
ment to a corporate charter forbidding 
a company to charge more than “rea- 
a clear de- 
parture from the field of reserved con- 
trol into the field of confiscation of 
vested rights. 
Invasion of Vested Rights. 


5. The board has fixed no rates. 
Whether it will reduce existing rates 
at all is surmise; and whether its 


regulation would in the end work any 
pecuniary injury to complainant is 
still further uncertain. A somewhat 
similar situation was considered in 
McChord v. L. & N. R. R., 183 U. S. 
83, 22 Sup. Ct. 165, 46 L. Ed. 289, and 
the Supreme Court held the application 


premature. It is true that in the 
present case complainant denies the 
power of the State Board to make any 


whatever, and claims that 
lack of power the 


regulation 
Ly reason of such 


whole law is invalid; but the same 
thing was true, for different reasons, 
in the McChord Case. It is true, also, 
that both parties now unite in re- 
questing us to overlook this consider- 
ation, and to decide the meriis of 
the ultimate question. We do not feel 
compelled to pass upon this request, 
as we do not rest our decision upon 


the possibly premature character of the 
bill. 





(3) 6. The provision for classifica- 
tion of insurance companies does not 
offend against the “equal protection’ 
clause. Fidelity Mutual Life Ass'n v. 
Mettler, 185 U. 308, 322, 22 Sup. Ct. 
662, 46 L. Ed. 922, and cases cited: 
Heath & Milligan Mfg. Co. v. Worst, 
207 U. S. 338, 354, 28 Sup. Ct. 114, 52 

Ed. 286; Ozan Lumber Co. v. Union 
County Bank, 207 U.S. 251, 256, 28 Sup. 


Ct. 89, 52 L. Ed. 195. 

7. We do not interpret the act as re- 
quiring insurance companies to furnish 
any information except that which they 
already have. With this view, there is 
no serious burden in complying with the 
act up to the time when the board may 
make an order claimed to be an invasion 


of complainant’s vested rights. When 
that time comes, if it does, an immi- 


nent danger of losing its license for re- 
fusing to comply with such an orde: 
might present a different situation, 

It follows from the views above ex- 
pressed as those of the majority (and 
in some parts of which all the judges 
agree) that the motion for injunction 
should be denied. The demurrer will 
be disposed of by the district judge, 
and he will either enter an order upon 
that subject in the regular course of 
business, or he will delay such order so 
as not (possibly) ‘to embarrass an ap- 





peal under section 266, as the parties 
may prefer. 
Arizona Fire Ins. Co. 
The Arizona Fire of Phoenix, Ariz., 
which has an application for entry 


into New York State pending at Albany, 
recently examined by the New 
York Insurance Department as of June 


30 last. At that date the Company 
was found to have admitted assets of 
$342,551, a paid-in capital of $200,000 
and a net surplus of $104,884. Ww. 
sennett Gough, secretary and general 
manager of the organization is well- 
known to Eastern fire underwriters 


traveled for the 


|Commercial Union and still later served 


as Philadelphia representative for the 
Agricultural. 





Pa 














October 3, 1912, 


THE EASTERN UNDERWRITER 








FAVORS CLASSIFICATION 


HENRY EVANS OPPOSES MAJORITY. 
In Letter to Supt. Emmet, Conti- 
nental’s President Says It Would 
Be Valuable. 


President Henry Evans of the Con- 
tinental and Fidelity-Phenix, has writ- 
ten a letter to Superintendent Emmet 
of the New York Insurance Depart- 
ment, in which he comes out boldly in 
favor of a classification of the experi- 
ence of the companies, as proposed by 
the Insurance Department, in which 
stand he is opposing the sentiment of 
the majority of the officers and man- 
agers who have already indicated to 
the superintendent that such a compila- 
tion would be without value or signifi- 
cance as a guide to equitable fire in- 
surance rates. President Evans’ letter 
reads: 

Sept. 11, 1912. 
Hon. William T. Emmet, Superintend- 

ent of Insurance, Albany, N. Y. 

Dear Sir:—In to-day’s Journal of 
Commerce there appears an article 
under the caption “Fire Loss Experi- 
ence” in which it is stated that the de- 
partment is compiling comparative in- 
formation showing the position of un- 
derwriters at different times with ref- 
erence to the classification of fire risks 
and losses. 

A few days ago the matter of the 
position which this company should 
take at the meeting of the Western 
Union on this subject was submitted to 
me. The statement was made that the 
governing committee of the Western 
Union were opposed to the project of 
classifying the business, claiming that 
there was no vahie in the figures after 
they were collected. I wrote the officer 
of this company, who brought this 
matter to my attention as follows: 

“To say that classifications have no 
value is to say that experience is 
worthless. Because of the constantly 
changing conditions, classification fig- 
ires are not absolute guides, but they 
give valuable information that the com- 
panies should not be without, and they 
should be the basis of schedule 
charges. 

“Further, if the companies do not 
establish classification systems, thé 
States will do it for them. We face a 
condition that we may be able to fight 
off for a time, but to which, in the end, 
we must give way. 

“Some years ago the non-paying 
hazard movement resulted in much 
good. It revealed to many that there 
were classes that yielded a steady loss, 
and the result was a hardening of rates 
that was helpful to all, because we all 
had to write the business even when 
some of us knew it was a losing one. 

“From our standpoint as a strong 

company, anything that will open the 
eyes of our ignorant competitors is 
sure to help us, and I favor, under 
proper restrictions, the Combined Ex- 
perience Tables, and believe’ they 
should be the basis of all schedule 
charges. 
“Personally, I believe the Dean 
schedule is wrong in principle and that 
the Universal Mercantile Schedule is 
right—that it should be perfected to 
meet present conditions and made the 
basis of all ratings. I am just as sure 
of this as I am that flat commissions 
are wrong and profit-sharing commis- 
sions right.” 

I venture to put this information 
before you at this time because I want 
my own position in the matter clearly 


understood. Yours very truly, 
(Signed) HENRY EVANS, 
President. 


Commenting upon the above letter, 
the New York Insurance Department 
says: 

“The Continental Insurance Company 
and the Fidelity-Phenix Fire Insurance 
Company maintain more extensive and 
detailed classification records than any 
other company in the country, and Mr. 
Evans is, from long and intimate ex- 








perience, qualified to testify to the | 
value of such records for purposes of 
equitable rating. It may be remarked 
that the stand taken by Mr. Evans as | 
indicated in the above letter coincides 
with the consistent and repeated ex- 
pressions of his able predecessor, F. C. | 
Moore, the father of the ‘Universal | 
Mercantile Schedule,’ the adoption of | 
which marked an epoch in the history 
of fire underwriting. Nor was Mr. 
Moore alone in his views. For ex- 
ample, in the explanatory preface to 
the Universal Mercantile Schedule, thé 
Universal Schedule Committee, ot 
which Mr. Moore was the chairman, | 
Stated ‘some advantages of rating by 
schedule,’ in which can be found the 
following: 

“It is calculated to prevent anti- 
compact laws prohibiting agree- 
ments as to rates. It would re- 
quire slight argument with an in- 
telligent legislator to convince him 
that a proper schedule for correctly 
measuring fire hazard is directly in 
the interest of all property owners 
and in line with public policy, and 
that it can only be secured by con- 
ference of companies for combining 
their experience and by their co- 
operation to secure its enforce- 
ment.’ 

“Mr. Moore's associates on the Unt- 
versal Schedule Committee were James 
A. Silvey, George W. Babb, Jr., and E. 
G. Richards. 

“On another occasion the executive 
committtee of the National Board of 
Fire Underwriters appointed a commit- 
tee to prepare a paper on the relations 
of fire insurance to the community for 
the purpose of educating the public, 
the press and legislators as to the im- 
portance of fire insurance and its rela- 
tions to other business interests. The 
committee’s report was embodied in a 
32-page pamphlet, which was printed 
and of which 30,000 copies were dis- 
tributed by the National Board of Fire 
Underwriters. Among other mattefs 
the pamphlet takes up the importance 
to policyholders of adequate rates and 
states that such rates can only be ob- 
tained by companies collating and com- 
bining their experience. The commit- 
tee subscribing to the above pamphlet 
consisted of F. C. Moore, H. H. Hall, 
E, C. Irvin, D. W. C. Skilton and James 
Nichols. It may be added that when 
Mr. Evans wrote that he favors the 
Combined Experience Tables under 
proper restrictions, he had in mind 
any method of gathering the figures 
which would not disclose the individual 
experience of any company.” 


SOUTH CAROLINA CLASSIFICATION 





Insurance Commissioner McMaster May 
Require Separate Statistics for all 
Towns Individually. 


Insurance Commissioner McMaster 
of South Carolina, may still further ex- 
tend his requirements concerning sta- 
tistics of the companies’ experience in 
that State, so as to include the classi- 
fication by towns. This would be an 
interminable task and, underwriters 
say, would necessarily add to the cost 
of the business in South Carolina. 

The plan of Commissioner McMaster 
is to get at the individual experience 
of the towns so that those that have a 
favorable loss experience can have the 
benefit in a lower rate, with the idea 
of ultimately establishing a system 
that will automatically adjust the rate 
to the experience. 


New York Underwriters in South. 


The New York Underwriters Agency 
has appointed J. Milby Henderson its 
State agent for Southern Mississippi 
and Louisiana, succeeding R. W. Davis 
resigned. Mr. Henderson is now doing 
field work in Louisiana and Arkansas. 
The appointment is effective Nov. 1. 





Jesse E. White, for the past three 
years special agent for the German- 
American in Texas, has been appointed 
assistant secretary of the company at 
the home office. 











Capital Stock - 
Liabilities - - 
Special Reserve Fund 
Net Surplus - 


Total Assets 


C, E. Sheldon, V. Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 184€ 


P. L. Hoadley, President 


F. Hoadley, Asst. Sec’y. 


$1,000,000.00 
5,081,886.03 
300,000.00 

__ 2,962,548.52 


$9,344,434.55 


C. W. Bailey, Seo’y. 


























WANT EXPENSE ACCOUNTING. 





INinois Association of Local Fire Insur- 
ance Agents Criticises National 


Body. 
At the annual meetings of the 
lilinois Association of Local Fire In- 
surance Agents held in Chicago last 


came 
which 


week, the National Association 
in for some criticism during 
threats of withdrawal from that body 
were made. Some drastic resolutions 
were withdrawn by tiecir movers after 
urging by the peace 
association, but the delegates to the 
National convention were instructed to 
investigate the expenses of that 


eiemenut in the 


body. 

Secretary Moisant reported that the 
nembership was now 207, a loss of 164 
during the year, and that the cash on 
hand was $1,541, while $100 was due 
the National association. The 
dues were increased from $5 to $5, so 
as to provide for the 


the National association and still leave | 


an adequate working tund for State 
Support of the 
genization was urged as the 
iense of the agents against the 
ing requirements of the companies. It 
was decided to hold semi-annual meet- 
ings hereafter, with the 
at Peoria. 

A brokers’ license law and agents 
qualification law were indorsed, but it 
was suggested that the strength of the 
association be ntrated this year 


needs. National or- 
oniy de- 


increas- 


next session 


conc 


behind the anti-rebate law. The pro- 
posed repeal of the resident agents’ 
law ‘was opposed. Fire prevention day 
was indorsed and the Illinois Insur- 


ance Department was complimented on 
its able administration. 

George A. 
the Employers’ 
on the effect of 
tion le 
al agents. Clarence S. Pellett 
a draft of the proposed anti-rebate law 
to be introduced in the Illinois Legis- 
lature next year, which was discussed 
at length. It includes the best features 
of the Massachusetts and Pennsylvania 
laws. The sense of the meeting was 
taken on the advisability of forbidding 
an agent to receive a commission on 
insurance on his own property, and 
this was defeated. Lyman A. Drake 
spoke on the proposed agents’ quali- 
fication law. 

The following 
President, C. F. 


Liability, read a paper 
workmen's compensa- 





officers were elected 

Hildreth, Freeport; 
vice-presidents, Harry Morgan, Spring- 
field; J. B. Steck, Alton, and Shirley 
Moisant, Kankakee; secretary and 
treasurer, J. A. Gibernon, Alton; dele- 
gates to the National convention at 
Atlanta, C. F. Hildreth, Freeport; Jacob 
Wachenheimer, Peoria; George N. Tay- 
lor, Streator; C. J. Lemosure, Pontiac, 
and E. B. Chase and Holger De Roode, 
Chicago. 





Georgia has adopted the New York 


Standard form of fire policy, 





annual | 


GERMANIA 
FIRE INSURANCE COMPANY 
NEW YORK 


Statement, January 1, 1912 


Cash Capital..... $1,000,000.00 
Assets......... . 6,852,645.96 
Net Surplus .. .. 2,289,631.94 
Surplus for Policy 

Holders ..... 3,289,631.94 


HEAD OFFICE 
Cor. William & Cedar Streets 





requirements of | 





Gilber, Illinois manager of 


lation and the fields open to lo-| 
submitted 


For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,820,678.00 
Cash Surplus to Policy 
Holders - - - 2,288,079.00 


The real strength of an 
the conservatism of its management, and the man 
agement of THE HANOVER is an absolute as 
surance of the security of its policy 


surance company Is in 


R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W. HOWILE - - Gen, Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 
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WESTERN avo 
ATLANTIC FIRE 


INSURANCE CO. 


NASHVILLE, TENN. 


CAPITAL - - - - - $200,000.00 
NET SURPLUS - - - $122,760.50 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 


Pennsylvania, Obio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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GRADED ‘COMMISSION ; PROBLEM 


AGENCY COST “ONLY TRUE BASIS. 
Peter D. Kiernan of Albany, Reiterates 
That Argument Is Futile Without 
Knowledge of It. 


Kiernan, of Rose & Kier- 
replies to the commission 
Cadwallader, of Smith, 

Buffalo, as follows in a 

the Journal of Com- 


Peter D. 
nan, Albany, 
views of C. L. 
Davis & Co., 
recent issue of 
merce: 

“I did not intend to get into any con- 
troversy regarding the commission sit- 
uation, but Mr. Cadwallader’s letter 
necessitates a reply. My remarks must 
have been ambiguous, as he has failed 
to grasp the point. Prior to a few 
years ago all lines of business were 
conducted without governmental inter- 
ference, but we are now in a period of 
evolution in which the Government is 
taking an intimate interest in all forms 
of business enterprise, and the insur- 
ance business is not excepted. 

“A few years ago the functions of in- 
surance departments were practically 
confined to determining the solvency of 


the companies, but now questions of 
management are being given minute 


attention. In the development of this 
phase of departmental activities the 
question of fire insurance expensé 


ratios was discussed and criticised and 
particular stress was laid on agents’ 
commissions, with the intimation that 
if the matter was not corrected by the 
companies it would be taken up by the 
Insurance Commissioners. The big 
companies readily acquiesced in this 
was in line with their own 
ambitions to bring the so-called non- 
union companies in line 

“IT have not presented any solution 
to the graded commission question, as 
Mr. Cadwallader asserts, nor have 1! 
argued for 15 per cent. or 20 per cent. 
or any other rate or commission. I did 
assert, and I reiterate it, that until the 
question of agency cost is determined 
no one is in a position to say that a 
given rate of commission is or is not 
proper, and I cannot refrain from say- 
ing that if the Insurance Commission- 
ers had recommended a reduction in 
official salaries would have resulted 
in the most elaborate statistics to 
prove that factor of Was at a 
minimum: 

Must Study Conditions. 

I have no desire to criticise official 
salaries or any other managerial ex- 
pense, but I do maintain that the 
agents of this country should not be 
tagged by some arbitrary assertion that 


view, as it 


cost 





a given rate of commission is correct, 
nor is it any argument to assert that 
because the cost of agency commis 
sions has increased in the past twenty 
years it is necessarily wrong, for by 
the same token so has the cost of beef 
and cotton and even Mr, Cadwallader’s 
fresh vegetables; but we do not at- 
tempt by arbitrary edict to say that 
cotton must be sold at the same price 
as twenty years ago, but rather we 
study the conditions and endeavor by 
correcting the conditions to change the 
result. 

‘We of New York State are con- 
fronted by not only the possibility of 
further restrictive legislation, but we 
must also consider such laws as the 
anti-discrimination law, the cardinal 
purpose of which is to make each class 
carry its own burden, and this I pre- 
sume means not only the loss ratio, but 
expense ratio as well. The present 
commission arrangement is only de 
fended by its most ardent supporters 
as @ War measure, and would seem 
reasonable to now consider means jus- 
tified by peace, and, if there is any 
merit in thought, then we should 
agree on the various factors of ex 
pense, such as office, clerical, soliciting, 
bad debts, etc., and endeavor to de- 
termine what percentage of net profit 


would be 
agents. 


these expenss 
and to the 


in excess of 
just to the public 


“I believe this should be further sup- 
plemented by an analysis of the small 


business, which is a ions animale of 
any agency, and endeavor to arrive at 
a unit of policy cost, so that this class 
would carry its proper burden of ex- 
pense and enable us to conform to the 
letter and spirit of the anti-discrimina- 
tion law. If it could be shown that 
this business was conducted at a loss 
—and it must be conceded that it costs 
as much to write a policy bearing a 
premium of $2 as it does a policy bear- 
ing a premium of $200—it would be 
possible to get legislation that would 
enable this to be corrected by possibly 
making a service charge, or surve§ 
charge, of $1 per policy, or whatever 
sum was found upon investigation to 
be correct. I presume that this will be 
attacked on the ground that policy fees 
are obsolete, but I would remind my 
critics that new conditions may make 
it desirable and necessary to revive ob- 
solete practices. 

“The theory of arriving at a unit of 
cost is not new; it is in use by rail- 
roads, and no competent manager 
would think of operating a railroad 
without knowing the unit of ton-mile 
cost. Nor would any bank operate 
without knowing the unit of account 
cost, and this knowledge enables them 
to intelligently determine their action. 
It has been urged that a reduction in 
commission would result in a decrease 
in the number of agents. This I deny. 
We in Albany have suffered a serious 
reduction in our commissions, and yet 
the number of our agents has been in- 
creased, and I regret to say that some 
of the Eastern Union companies have 
been responsible for creating entirely 
new agencies through the medium of 
underwriting annexes. Commissions 
do not create agents; they are created 
through the multiplicity of companies, 
which so far exceed the demand that 
they will give a commission of author- 
ity to any one who will accept their 
supplies. 

“Mr. Cadwallader says 15 per cent. is 
the correct commission, and yet if I re- 
call correctly the Buffalo agents made 
a determined and successful fight for 
commissions largely in excess of this 
figure. Other people have said that 16 
per cent. was @ proper rate; I might 
say that 5 per cent. was adequate, but 
the absurdity of making such state- 
ments without knowing costs would 
only be parallel by a physician pre- 
scribing a course of treatment before 
he had diagnosed the disease.” 


Rates For 800 Mteneuts Towns. 


Rates for about 800 cities and towns 
in Missouri have now been promulgated, 
and according to general report the new 
figures are being well observed by the 
agents. In St. Louis, however, it is dift- 
ferent, the local men collecting the 
latest tariffs if they chance to be lower 
than the old ones, and ignoring them if 
the reverse be true. 


Adds to Net Surplus Account. 


During the month of June the Peoples 


National Fire, of Philadelphia, in- 
creased its net surplus account $68,- 
296.37, the item at the last day of the 


being $206,309. The result of 
the careful underwriting policy pur- 
sued by Secretary Henry Alley since 
his assumption of the Company’s: man- 
agement is highly gratifying to the 


well wishers of the institution. 


month 





Off on an Agency Trip. 

United States Manager C. 
the Caledonian Insurance 
will start on a two months’ agency trip 
on Saturday. He will visit the leading 
igencies in the South and Middle West 
The work of his special agents will be 
easier after Mr. Post covers the ground. 


H. Post, of 
Company, 


Long, Jr., special agent for 
the Phoenix of Hartford in Louisiana 
and Mississippi, has been called to 
the home office with the title of general 
agent and will have supervision over 
the Company’s southern business. 


George C. 








INSURANCE Co., Ltd. 


THE YORKSHIRE SS cr voncenccan 


Is now entered for Agency Business in New York, Massachusetts, ona. Illinois, Pennsylvania, New 
Jersey, Maryland, Louisi- na, Georgia, and the Pacific Coast States, and will soon be prepared to con 


sider other territory. 
ESTABLISHED 1824 


The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not heretofore repre 
sented in the United States. 
Ample funds have been furnished for purposes of United States deposit and investment. 


FRANK & DU BOIS, U. S. Managers ERN ’ B. BOYD, Underwriting Mgr’ 
oO. E, LANE, Superintendent of Agencies 
47 William Street, New York 
New York Life Insurance & Trust Co., U. S. Trustee, 








52 Wall Street 











THE COMMERCIAL FIRE, of Washington, D. C., 
is 22 years old and is going to be a good many more 
years older. Its record is as clean as a hound’s tooth. Get 
an agency—if you can. 








FIRE ASSOCIATION PHILADELPHIA 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $8,989, 219.63 


E. C. IRWIN, Freaident T. H, CONDERMAN, Vice-President ‘ 
GARRIGUES, Sec. and Treas. 
R. Me. KELLY, Jr., Asst. Sec. and Treas. 











Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, Unitep States MANAGER 


Agents Wanted in Principal Cities and Towns 








Calumet Insurance Company 
CHICAGO 








T. A. DUFFEY 
INSURANCE 


Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 


NEW YORK 




















WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GCO., of Ons 


100 WILLIAM STREET New York 














October 3, 1912. 
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WARNS LOCAL FIRE AGENTS 


THEIR BUSINESS IS IN PERIL. 





Cc. H. Woodworth of Buffalo, Tells 
Indiana Association They Are Sur- 
rounded by Foes, 





Speaking before the Indiana Associa- 
tion of Local Fire Insurance Agents, 
Cc. H. Woodworth of Buffalo, one of the 
organizers and first president of the 
National Association, issued a warning 


to local fire agents everywhere that 
they are in danger of “losing their 
jobs” and of having the “incomes which 


provide the necessities of life for your 
uniilies” swept away. He said the lo- 
cal agents were surrounded by foes and 
hat if they hoped to cope with the situ- 


ition that presented itself they must 
tand together and fight for their 
rights. Mr. Woodworth said: 

The vital question before you to-day, Fire 


Agents of Indiana, is not one of 
companies, rates or commissions, but the 
holding of your jobs. In the war among 
giant companies for premiums, sentiment, 
venrs of service and a profitable record are 
not sufficient to protect the incomes which 
provide the necessaries of life for your fami 


Insurance 


The real local agent is surrounded by foes, 
ind former conditions, when he could depend 
ipon the support and protection of his com- 
panies, have passed away forever. Premium 
neome and more premium income, and then 
some, is the shibboleth of present-day man- 
igers, and they justify any sort of means, 
liscrediting the present and discounting the 
future for this end. Most managers prefer 
ionorable means, and a few insist upon them, 
mt practically all except the grist of side 
liners, multiple agents, salaried solicitors, 
schedule jockeying brokers, overhead writers 
nd rebaters. 


It is always unwise to underestimate our 
1emies. We do well to recognize them and 
their power, that we may be the better able 
to defend ourselves It is not my purpose 


to refer to all the enemies of the American 
Agency System. nor to speak of them in the 
r of their importance 
SIDE-LINE, SOLICITING 
TIME AGENTS: because 
tion and incompetency enconrage non-resi- 
dent brokers and overhead writing and make 
the insurance business unattractive 14 those 
vho would otherwise qualify themselves for 
and unprofitable to those who make a 
msiness of 
OVERHE 
theugh universally 
loyed by 
ugh their 
MULTIPLE AGENCY COMPANIBPS AND 
UNDERWRITERS’ AGENCIES: The ap 
vroval ‘of the Sole Agency principle is gen- 
eral Failure te live up to it is common 
Multiple Agencies—and Underwriters’ Agen 
which produce the results— are 


AND PART- 


These of inatten- 


it. 

AD WRITING: This practice, al 
condemned, is till em 
some companies directly and 


agents 


same 


sed by companies to inerease their incomes 
t the expense of other companies who do 
ot maintain them. If every company had 
iwo or twenty agenis, none would be the 


cost to the property owner 
vould be ine a and the agent pauperized 
so long as Sole Agency Companies stand firm 
the multipliers find their parasites profitable 


ner. but the 





How much longer wiil Sole Agency Compan- 
es submit to this unfair competition? 
DOUBLE-FACED PRIVATERR AND 


RUSH-WHACKING COMPANIBS: Compan 


fes that may be bunched under these heads 
have always existed and have usually been 
unsuceessful; but of late years a number of 


them have been so shrewdly managed that 
they have made monkeys of standard com- 
panies, local agents and property owners, and 
ave made money for themselves. The con 
nned success of their unprofessional and 


nmethodical methods are a serious menace 
to loeal agents 

BIG-LINE BROKERS: 
ither from lack of ability 
cience, have given up the business; but 
there are many that are suecessful Some 
of these. pose as friends of local agents, and 
probably are at least to the extent of being 
willing to leave the agents what is too small 
or themselves. These brokers would not be 
erious competitors of up-to-date agents 
were it not for their claim to be able ta 
furnish the same class of companies under 
a more favorable form and or at a lower 
rate. What kills the agent’s loyalty and 
reduces his income is the fact that companies 
often, after refusing agents a more liberal 
form and or a lower rate, grant one or both 
to brokers Experience, facilities and ser- 
vice are glittermg generalities to the aver- 
ge assured, but when offered a more liberal 
form and lower rates, he bites. 

The chief asset of the Big Line Broker is 
his ability to pull the legs of imperious man- 
gers. One would suppose that a proposi- 
tion to managers to reduce their rates* with- 
out improvement in hazards, or to reduce 
them 50 cents for 10-cent improvements 
would be haughtily rejected. Is it not pitiful 
to see managers swallow the dose and beg 
for a larger line? 

RE-INSURANCE BUREAUS AND RBE-IN- 
SURANCE TREATIES: These methods are, 
in my opinion, the greatest menace to the 
igents of the country. Unless checked or 
controlled, they will destroy the agency 
plants of smal) companies, make the organ- 


A number of these. 
or surplus of con- 


ization of new companies impossible and con- 
centrate the business in a few companies 
ruled by a handful of men, who will have 
agents and property owners at their mercy 
until the State takes over the business of 
Fire Insurance and eliminates both Compan- 
ies and Agents. 

LEGISLATION AND STATE RATING: 
Agents of Indiana have suffered at the hands 
of their own law makers, and know enough 
of the experience in other states to appre 
ciate the unnecessary hardships inflicted wpon 
the business by legislation, ostensibly for the 
benefit of property owners, but usually to put 
and or keep office-holders in power. A fair 
regulation of rates by the State is impossible. 
What voters, inspired by demagogues, want 
is not fair rates, but lower rates; and, if 
the law fails of that purpose, it is promptly 
repealed, or, if the law will reduce rates and 
the executive does mot use it for that pur- 
pose, his official days are numbered. 

Is a business producing so small returns 
and beset with so many enemies worth fight- 
ing for? Some of us are too old to look for 
other jobs, and others find, with or without 
life and casualty business, that we are still 
able to keep the wolf from the door; and, 
therefore, we must needs hold on and fight 
for our own. 

There is much to encourage us in our 
struggle to some part of which I will briefly 
refer. 

SIDE-LINERS, SOLICITING AND PART- 
TIME AGENTS ET AL: Insurance Comnis- 
sioners are taking a decided interest in this 
question. Commissioner Hardison, of Massa- 
chusetts, who is President of the Association 
of Insurance Commissioners, in his annual 
report says: 

“Competition in the field of fire insurance 
has led the companies and their representa- 
tives to appoint men as agents who never 
intend to conduct an insurance agency, so- 
licit insurance or do anything more than turn 
over to such companies or their representa- 
tives the insurance on property owned or 
controlled by them. and receive a commis 
sion in return. The insurance statutes for 
hid rebating any part of the premium to the 
insvrer, and while the legal aspect of the 
matter is changed by the agency appointment, 
the proposition is indefensiMe and should nor, 
we believe, have been countenanced by the 
companies. If these men are entitled to com- 
mission on their insurance, then every per 
son who owns or controls property is equally 
entitled to a similar rebate of premium. With 
agents as with brokers the department is 
holding that a person who does not devote 
any time or energy to the prosecution of an 
insurance business with the public generally, 
and who is not recognized by the publie as 
in insurance agent, is not a suitable person 
to held licenses from the department.” 

Living up to this platform, Commissioner 
Hardison has refused licenses to 25 yppli 
eants, of which nearly 200 were renewals, 
and hints at increasing the license fee to 
make up this less in revenne 

Commissioner Ekern, of Wisconsin, 
annual report: 

The fact that practically any person out 
of a job can obtain the agency for one or 
more fire insurance companies, and that per 
banking, or the practice of 


says in 
hi 





sons engaged in 
law, or sale of real estate, often act as in- 
surance agents. indicates that the service 


return for the nayment is not 
considered at all burdensome. On the other 
hand. the agent who perhaps spends years 
familiarizing himself with the meaning and 
effect of policy conditions and who fits the 
poliey te the risk after a conscientious in- 
spection with suggestions for im 
provements. and is ready to and does serve 
both the insured and his company while the 
poliey is in foree. performs a_ real service, 
for which he is fairly entitled to adeqnate 
compersation.” 

Commissioner Blake, of Missouri 

“What the fire insurance business needs is 
a force of well trained agents of high effi 
cieney and good character. There is no rea 
son why in a town of a few thousand in- 
habitants there should be fifty fire insurance 
agents.”’ 

The amended License Law of New York, 
which into effect October 1, will, it is 
hoped, in the hands of Commissioner Em- 
mett, reduce the number of unnecessary and 
incompetent agents and illegitimate brokers, 

T believe the Commissioner of Tennessee 
has declared it fM!egal for Bankers. Banks 
and Trust Companies to engage in the insur- 
ance business. All along the line commission 
ers and legislatures are discussing these ques- | 
tions and suegesting legislation to remedy | 
present unsatisfactory conditions 

Legislation. however, Is not enough: we 
must help ourselves. For soliciting agents 
of general business there seems no excuse. 
and companies employing them should he 
tahooed Side-TLine and Part-Time Agents 
are, to some extent, necessary in small flelds, 
but many could and should be eliminated 
Established agencies should make room for 
new companies, shonld absorb small agen- | 
cles now existing and where it is necessary 
to earry on another business in connection | 
with Insurance one man should be or become | 


performed in 


possible 


SAYS: 


goes 


2 real insurance agent and give his whole} 
time and ability to that line. | 
OVERHEAD WRITING: That by agents | 


is contemptible: that by managers is despic- | 
able The temptation is much greater to} 
agent than to manager. Practically all acen 
ey companies disclaim this practice. Wher- | 
ever a case of overhead writing comes to | 
your notice, you should promptly repert ft | 
to the Grievance Committee of your State 
Association or to the National Assoclation 
and, if you represent the gnilty company. 
shelve tts supplies. 

MULTIPLE AGENCY COMPANIES AND 
UNDERWRITERS’ AGENCTES: It ifs gen- 


=——— 


erally believed that the existence of the Past- | 
ern Union is imperiled by this question. That 

body is meeting in Hartford to-day, and it | 
should be the aspiration of every agent of 
the land that the problem be settled there | 
in the right way. If multiple agencies in | 
any form are continued, then in the inter- 
est of justice and in obedience to the law 
of self-preservation, the only right course | 
for agents to pursue is to favor and prefer | 
in every feasible way Sole Agency Com- | 
panies. There is no question but that Under- 
writers Agencies’ and the companies main- | 
taining them are already feeling the disfavor | 
of local agents, although there is, as yet, 

no organized opposition to them ; 

Those companies which are ‘“‘board” here 
and “‘non-board” there, and those who get 
all they can through their agents then write 
for brokers in the same field, and also solicit 
business from the assured direct, are cer- 
tainly a contemptible bunch Most of them 
have acquired enough money to now afford 
to be either sheep or goats, and, if the prin- 
cipal agents of such companies would each 
write the managers urging them to get off 
the fence on the agents’ side, most of them 
would probably do so. Is it not practicable 
to have a list of companies that do business 
on an agency basis only? 

BIG-LINE BROKERS: Some means must 
be devised to induce the agency companies to 
cease favoring these gentry at the expense 
of their own local agents 

RE-INSURANCE BUREAUS AND RE-IN 
SURANCE TRBATIES: Every time an agent 
gives a company more than its net line he 
drives a nail in the coffin of the American 
Agency System, unless the excess is reinsur- 
ed in his own companies, or those of his 
fellow agents. As a rule the assured does 
not demand jumbo policies, and in these days | 
of uniform blanks, typewriters and system 
atized offices there is no reason for writing 
them. Possibly there are so many agents 
as well as managers who, in their greed for 
the dollar in sight, are willing to take the 
chances of the future, that legislation against 


this evil may be advisable. Prohably some 
of the present Anti-Trust and Anti-Compact 
laws forbid the operation of these Bureaus 


and Treaties. 

LEGISLATION: While a 
able number of the laws of the several States 
now in force are unsatisfactory, there is a | 
marked improvement in the tone and temper | 
of legislatures and state officials For in- | 
stance, the Fire Marshal of Ohio says: | 

“The valued policy law of the State is a 
vicious act of legislation and should be re-| 
pealed. It is conducive of fraud, perjury and | 
arson, a breeder of crime and an open bid to | 
the incendiary It increases losses ani 8 
a standing bribe and perpetual inducement to 
a man to let his property burn.’ 

The legislatures of New York, linois and 
Wisconsin have made exhaustive investi 
tions of the insurance business, and there is 
less polities and much more reason generally 
in the treatment of this subject by state an 


! 
very consider- | 


thorities Much has been attempted in New 
York, some good accomplished and some mis 
takes made Commissioner Emmet is now 
inaugurating a thorough investigation of un 
authorized insurance which promises much | 
You will have noticed that I have said| 


nothing of the part our 
ing against dangers that 
is because I am not addressing companies 
because you know what companies have done 
and are doing, and because in some of the} 
most important matters our best friends, | 
anwng the managers, confess that they can. | 
not help us through their organizations and 


companies are tak 
confront us y 


cannot afford to withdraw and support us| 
independently Again and again we have} 
heer told that our friends among the com 


panies never can coutrol the situation. but 
that the National Association of Local Agents | 
can when our membership is larger | 

Agents of Indiana: This is not the day of 


the primitive man who sailed forth and 
single-handed, enforced his rights with his 
own club. Nothing important for our benefit 
or protection can be accomplished except 


through organization and co-operation. Set 
your goal at 1,000 members of your State and 
national organizations, and then get them, 


(Continued on page 16 3rd column.) 





“The natin Fire Insurance pore 
of America” 





CASH CAPITAL, $5,000,000.00 
WM. B. CLARK, President 


Vice-Presidents, 
Henry E, REES A. N. WILLIAMS 
Secretary, 
E. J. SLOAN 
Assistant Secretaries 
E. 8. ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY., Jn., Marine Secretary 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85, 000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORK CITY 














THE COMPANY WITH THE PYRAMID) 
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NEWHAMPSHIRE~ 


2.937.319 76 640.940 !7 
3163 680 OS 946 783 94 


FIRE INSURANCE Co. 











5 725.809 34 | 1654.5048i 


TOTAL LIABILITIES $2.496.304.53 
POLICY HOLDERS SURPLUS $3.229,504.81 | 

















WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 
Managers Accident and Health Department 





for New Jersey 


Assets over $18,000,000. 
Board of any public conveyance. 
SEE OUR NEW SAMPLE POLICY. 


PACIFIC MUTUAL INDEMNITY 





PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
Incorporated 1868 


Third oldest American Company writing Accident and Health Insurance. 
Stockholders’ 
Indemnity Clause includes while on the Platform, Steps and Running- 


and Dentists receive all benefits of preferred risk without extra 


Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York C ity. 


All losses adjusted and paid through our office immediately upon receipt of satistactory proof 


Assets Over $18,000,000 


Liability unlimited. Double 


Phy sicians, Undertakers 


charge. 


Surgeons, 
NONE BETTER. 
COMPANY OF CALIFORNIA 
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DALLAS AGENTS WANT MORE. 





Claim Discrimination Against Them in 
Matter of Compensation and 
Register Protest. 


The Dallas, Texas, agents are up in 
arms against what they claim to be a 


discrimination against them in com- 
missions and at the recent meeting of 
the Dallas Fire Insurance Exchange, 


they passed resolutions’ protesting 
against this condition and asking that 
all Texas agents support them in their 
stand for higher compensation. ‘The 
resolutions read: 

Whereas, Fire insurance agents in all 
parts of the United States are receiving 
a greater commission on their business 
than the agents in Texas, and 

Whereas, The amount of labor and 
expense of doing business on the part 
of agents in this State is as great or 


greater than in many other States, and 
Whereas, There is an unwarranted 
and unjust discrimination on the part 


of the fire insurance companies in the 


remuneration of their Texas agents as 
compared with the agents in other 
States; 

Therefore be it resolved: That the 


agents of the city of Dallas, composing 
the Dallas Fire Insurance Exchange, 
wish to go on record as being against 
this matter of discrimination on the 
part of fire insurance companies, and 
to enter their protest against the con- 
tinuance of same, and to appeal to the 
sense of fairness and equity of the com- 
panies for a compensation in keeping 
with the manifold duties imposed upon 
the agents in this city as great as that 
paid to agents in other States. 


Be it further resolved Th the 
agents of the State of Texas be re- 
quested to join with the Dallas Insur- 


ance Exchange in inaugurating a « 
paign to secure just compensation; and 











that the secretary of the Dallas Fire 
Insurance Exchange be and is hereby 
instructed to prepare copies of these 
resolutions and to furnish same to the 
home office of each and every fire in- 
surance company authorized to do lusi- 
ness in Texas, and that copies be also 
furnished to the secretaries of the State 
and national associations of local fire 
insurance agents, and to the leading 
insurance journals published in the 
United States, and to The Journal of 
Commerce and Commercial Bulletin of 
New York city. 

The Fire Insurance Exchange of 
Dallas. 

J. B. WOOLARD, 
Secretary-Tre rer, 
Dallas, Texas, Sept. 24, 1912 
Now a Direct Committee. 

In appreciation of the importance of 
ihe Empire State it was decided at the 
most recent meeting of the Eastern 
Union to make the New York State Ad- 
visory Committee a direct reporting 
committee of the Union instead of a 
sub-committee cf the executive com 
mittee as it has been heretofore, Men 
bership on the committee is made up 
cf: Frederick W. Day, assistant man 
ager Royal, chairman; R. M. Bissell, 
vice-president lartford; Georg: C 
Howe, vice-president Niagara: (C. A. 
Ludlum, assistant secretary Hom: nd 
A. N. Stewart, president Jefferson 

The situation in New York State is 
a placid one just now, the agents at 
3uffalo, Albany and Troy as well as 
those in the balance of the field, seem 
ingly being content with existing cor 
ditions. 

The local men of Brooklyn ¢ plair 
seriously about the activity of agents 
in Manhattan Borough writing over 
their heads and have petitioned for ré 
lief. The New York Committee offered 
the following upon the subject 

“There has been before our New 
York Committee or f occasions 
petitions, letters and personal inter 
views from a committee of agents in 
Brooklyn. The situation has been con- 
tantly active, although your commit- 


ee 
, 


up to the present time, has not seen 


THE EASTERN 


its way clear to make any recommenda- 
tion; but now that the Brooklyn com- 
mittee is rather inclined to be governed 
by the ‘compensation rule’ of the Union, 
and has not made that a strong and 
prominent factor in their dealings with 
your committee, it seems proper and 
right that we should pay some heed to 
the suggestions they make and which, 
in so far as is practicable, could be ap- 


proved by this body. The Brooklyn 
agents recognize that metropolitan 
agents of companies controlling the 
whole of Greater New York will con- 


tinue to occupy such a position, and that 
it may be quite impossible to entirely 
eliminate competition between the met- 
ropolitan agents and local representa- 
tives of the same companies in the city 
of Brooklyn, but they would like this 
condition to prevail in so far as is prac- 
ticable; and in accord with discussions 
had on that point, your committee 
would recommend the following resolu- 
tion: 

“Resolved, That, in-so far 
ticable, companies, members the 
Eastern Union, should protect their 
Brocklyn agents from competition 
through the metropolitan or Greater 
New York agencies, and that compa- 
nies should take a special interest in 
this subject with a view of gradually 
strengthening the position of the 
Brocklyn agent and conserving for his 
benefit the business in the city of 
Brooklyn, excluding that of the water- 
front.” 


as 


of 


prac- 


Takes Charge on the 15th. 


Henry E. Hess, whose recent appoint- 
ment as manager of the Suburban Fire 
Insurance Exchange was a noteworthy 
event in local fire underwriting circles, 


will assume his new post on the 15th 
inst. Meantime he is frequently in 


consultation with Mr. Reed the present 
manager familiarizing himself with the 


office routine, and studying the more 
serious problems that will shortly be 
presented him for attention. 

The selection of Mr. Hess has been 


very favorably commented upon by out 
of town well by New York city 
company executives, all of whom expect 
big things from his administration. 


as as 


Special Agent in New York. 





Walter G. Stone has been appointed 
special agent in New York for the Na- 
tional Union Fire of Pittsburgh. He 
will collaborate with State Agent 
Nevins in developing the Company's 
business in this important field. Head- 
quarters will be maintained at Syra- 
cuse. 

Mr. Stone has been connected with 
the National Union for two years, 
prior to which he was for seven years 


at the head office of the United States 
branch of the Norwich Union. 


Opening Michigan and Wisconsin. 
of agents 


York for 


©. E. Lane, 

the Yorkshire, 
cago on T id the meet- 
. of the Fire Underwriters Association 
While away 


superintendent 


left 








f the Northwest. he plans 
o establish agencies for his Company 

Michigan and Wisconsin to which 
States the Yorkshire has newly been ad- 


nitted. 


Automobile Agency Appointment. 
The Insurance Co. of North America 
has appointed Charles G. Smith, sec- 
retary of the German-American Insur- 
ance Co., its agent for local automobile 
business, which will be handled through 
the office of the German-American. 
Executive Special for Newark Fire. 
Thomas Naulty recently special agent 
in Eastern New York for the Philadel- 
phia Underwriters has joined the New 
wk F pecial traveling 
rom office. <A field 
Inan and a conscientious underwriter 
Mr Naulty makes a desirable addition 
to President Haynes staff of licutenants. 


ire executive 


the 


as 


home clever 


UNDERWRITER 


THE STUMBLING BLOCK. 





Inability to Fix Status of Underwriters 
Agency Prevents Settlement of 
Boston Problem. 


The Boston situation is still a vexed 
cne despite the intelligent and earnest 
attention given it by the special com- 
mittee of the Eastern Union having it 


in hand, and despite the fact thaz} 
the question was threshed out for 


hours at the recently held meeting of 
the Eastern Union at Hartford. 

It would be a comparatively 
matter to arrange a program 
government of Boston, just as it was 
to fix up Philadelphia, Buffalo, Pitts- 
burgh and other erstwhile “excepted 
cities” of the East if the exact status 
of the underwriters agency was de- 
fined. Every suggestion offered, either 
by the Boston Committee or by the 
Union members generally led, directly 
or indirectly, up to the annex, and un- 
til some way be found of circumventing 
this problem, the Boston situation will 
continue to bother both company men 
and local agents. 


simple 
for the 





Minnesota Agents Meet. 





At the meeting of the Minnesota As- 
sociation of Local Fire Insurance 
Agents held at Minneapolis last week, 
it was held unwise to take any further 
action on the question of underwriters 
agencies except so far as it may re- 
late to the multiplication of agencies. 



































The meeting urged the adoption of 
uniform blanks. 

WARNS LOCAL AGENTS. 

(Continued from page 15.) 
and you will be in a position to maintain 
your rights and protect your business If 
inyone thinks his business is not worth 
fighting for, let him quit it and give some- 
body else a chance. When a man who is 
isked to join “The Ass tion has 
lone nothing for me,” ask him what he 
thinks of and says to the man who, when 
sked to insure, says, “Why*’ I never had 
fire.” As a matter of fact, our Association 
given invaluable service to every sge! 

h country, and the man who h 

1 member has been id-headii 

‘ \ s One risk saved to an agent by 

e pledge against overhead writing secured 
by the National Association from the com 
panies was worth to the agent more than 
membership costs The protection y an 
igent’s business secured by a tight in the 
‘ourts and by agreement with the compan 
ies regardi expirations, eapitalize- an 
gent’s business and makes it a tangible as 
set What a boon, especially to the small 
geney, is Uniform Blanks. 

I might go on cata uing the benefits re- 
eived by the agents from the work of the 
National Association in correcting evils, stand 

cizing methods and in the way of preven 


1 brief reference to my former 
skepticism regarding the ‘iation and my 
conversion to a firm belief in its merit and 
power, IT will leave the subject 

In the start I had no faith 
sition to organize the National Association, 
ind teok no interest in the matter. . When 
it found that the delegate representing 
York was unable to attend the first 


in, but with 





in the propo- 


was 
New 


On my 
to my fate, 
will be the last meeting of 
When uniforin blanks were 
I again said, ‘‘What’s the use? The 
companies sive up their individual 
methods 3ut they have done 
to the nefit of ager both in 
out of the Association 
is no exaggeration to say that I marvel 
at the progress of the National Association 
at what it has accomplished Carping 
s have not been able to pick a flaw in 
itform, and bitterest enemies have not 
to openly its legislation. This 
been done by an organization with no 
power but moral suasion, and by one that has 
nothing exclusively for its own mem 
but has always advocated the interests 
agents, whether in or outside its mem 
bership Such a re d has only been pos 
because the National Association of 
Local Fire Insurance Agents was the right 
thing organized at the right time, and 
cause it has been operated along right lines 


vent. 


I said 


au 38 





SO, its, 





its pl 
opp se 








sible 


I would be unjust to the agents of Indi- 
ana and untrue to myself if, in appealing 
for a larger membership in'the National As 
ociation, I failed to take a higher ground 


and did not emphasize the 
faithful member of the State 
ind national organizations will not only be 
erving his own interests but will honor 
ing his profession and serving his fellowmen 
in and out of the business. Let us never for 
got that service without question of reward 
is the privilege of all and the only source 
if trne happiness 


than self-interest 
truth that every 


he 
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JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 
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UNITED STATES BRANCH 


January 1, 1912 
$2,404,810.30 


I OED Os Se sawinscccicecensccs 1,027,308.85 


HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 
EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 
178 Devonshire Street, 
625 Monadnock Building, 
1309 Traction Building, 
801 Wabash Building. 
709 Dwight Building, 
915 Postal Building, San Francisco, Cal. 
304 Central Building, Seattle, Wash. 
Utica Fire Alarm Telegraph Co., wy 


tica, N. 
The Northern Electric & Mfg. Co., Ltd., 
ontreal, Can. 
General Fire Appliances Co., Ltd., 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 


Boston, Mass. 

Chicago, Lil. 
Cincinnati, O. 
Pittsburg, Pa. 
Kansas City, Mo. 
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FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 





Assets, Dec. 31-1911........ $1,120, 133.97 
ne rer 557, 492.39 


W. H. MILLER, president 
A. S. McCONKEY, 


Secretary and Treasurer 
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THE EASTERN UNDERWRITER 


SURETY HAPPENINGS 





10WA LAW MOST DRASTIC YET 


CUTS OFF CORPORATE INSURANCE. 


Million Dollar Fund Planned—One Mem- 
ber of Commission Disagrees and 
Points Out Weaknesses. 

The lowa Employers Liability Com- 
inission in its report recommends the 
most radical liability insurance legisla- 
tion yet suggested in any State. If its 
recommendations are adopted and the 
forthcoming legislature passes laws 
accordingly, every employer in lIowa 
must eventually withdraw his policies 
from the stock company and take out 
insurance in a State mutual insurance 
association. W. W. Baldwin, one of the 
members of the commission, has filed a 
lissenting opinion and his minority re- 
port will be used as a basis for opposi- 

tion to the majority report. 





The commission suggests a plan simi- 
lar to that in Massachusetts except that 
t goes a step farther. In Massachu- 
setts it is optional with the employer 
whether he takes his insurance in State 
mutual. The Iowa law compels him to 
join the State association. It this 
point upon which W. W. Baldwin is bas- 
ing his dissenting opinion. The Iowa 
commission made an exhaustive study 
of the liability question. For months 
t has been at work. 

The proposed plan provides 
mployer who refuses to get in line fo: 
the State mutual plan, will be barred 
from availing himself of the advantages 
of the three leading defenses at law 
vwainst an action brought for dam 
hy an injured employe. These three 
defenses are “fellow servant,” “contrib- 
itary negligence,” and “assumption 
pleas. Since some eighty 
of defenses, however, are based on 
another of these grounds, insur- 
ince men point out that an employer is 
ractically forced to accept the law. 

The Iowa plan contemplates a 
lollar reserve company. 
1e supreme court judges shall suggest 
i list of directors to the governor and 
that the governor shall select from this, 
the number of directors which is to be 
letermined upon by the legislature. 
They will serve for the first year only. 
\fter that they are to be elected by the 

embers of the mutual association. 

The disting 


is 


that any 


Ages 


risk,” 
cent. 


he or 


million 
It provides that 


ruishing difference between 
Massachusetts plan and the propos- 
ed Iowa plan Is the difference between 
the German plan as proposed for lowa 
and the English plan used in Massachu- 


the 


setts. While it is optional under the 
proposed Iowa law for an employer to 
remain inside of the compensation law 
or take himself out of it, it is not op- 
tional, if he desires to accept the cther 
lesirable features of the bill, to remain 
mitside of the indemnity association. In- 
stead, it is compulsory on those who 
take advantage of any provisions of the 
proposed law to take part in the insur- 
ince feature. Not only that, but it is 
ompulsory to insure only in the com- 
any provided by the State in the bill 
recommended, and in effect this will 

entually exclude insurance in private 
tock companies in Iowa if the plan 
works as designed by its framers. 

The rafes are to be fixed by the as- 


sociation but the compensation is fixed 
y law and the injured person must re- 
eive that amount, regardless of whethe; 
the employer and the employe might 
ec able to agree upon another sum. The 
unount to be received is fixed at 60 per 


cent. of the wages of the employer for 
100 weeks for permanent disability. At 
the end of that time, if he is still un- 
ible to work, he may elect to receive 


5 and not less than $10 
weekly. In no case shall an injured 
mploye receive more than $12 per 
week nor less than $5 per week regard 
less of salary paid and in case of death, 
no beneficiary shall receive a greater 


not more than $2 


of 
per 


elect to receive 60 
for 300 weeks 
and take chan- 


But the widow may 
per cent. of the wages 
or she may gv into court 


ces on securing a larger sum through a 
Wamage suit. 
The proposed plan provides for a 


strict State supervision of the insurance 
association under the direction of a pro- 
posed permanent industrial commission. 


To secure the million dollar reserve 
fund, it is provided that annually one 
tenth of the premiums shall be set 
aside until $1,000,000 is attained. Un- 


til this amount is reached, it is provid- 
ed that the State mutual shall reinsure 


in private companies. The million dvl- 
lars will be known as the “shock ab- 
sorber” fund to protect against catas- 
trophes. 

Mr. Baldwin, the dissenting member 
of the commission, declares that the lia- 
bility companies will not accept the re 
insurance of the State mutual in view 


fact that it eveniuaily means 
loss to themselves. In that case, 
the State will be compelled to adopt 
some other method of making the asso- 
ciation able to pay losses from the start. 
Mr. Baldwin has notified the governor 
that he will file a supplemental report 
by October 1. He has declined to state 
what he will suggest. 
SETTLES ‘PROMPTLY. 
United States F. & 6. Makes Quick 
Payment of Claim Under Fidelity 


of the 
heavy 








Bond. 

Check for $21,363.31 was sent the 
Fifth-Third National Bank of Cincin- 
nati, by the United States Fidelity & 
Guaranty Company of Baltimore, in 
settlement of the loss suffered by the 
bank through A. O. Johnson, a default- 
ing employe. 

The Bank placed the claim in the 
hands of H. B. Hupp, of Cincinnati, 
Monday morning. It was immediately 
mailed to the home office of the Com- 
pany at Baltimore. The claim was ap- 
proved and allowed there by the home 
office and the check sent to Cincinnati 
by return mail, reaching there on the 
ISth, 

There are about 15 items stipulated 
in the claim made by the bank, and 
ranging in size from $125 up to $4,500. 
The smallest amount was the first 
taken, andthe biggest was the last, 
Johnson having appropriated the $4,500 
on July 15. This was about 10 days 
before his shortage was discovered. 

There is now tied up in the Courts 
about $6,000 of equities in Johnson's 
loans and property which will go to 
the bonding company. This, it is be- 
lieved, will be about all that can be 
recovered unless some now hidden as- 
sets or equities of Johnson's are dis- 
closed, which is not probable. 

This is the second loss paid to the 
bank by the bonding company, which 
made good the $1,500 peculations of 
Wallace Davis. 


SURPLUS INCREASED. 


Werking Fund of Prudential Gets $300, 
COO Transferred From Capital 
Account. 
Prudential C 
at a spe- 


ted 


Stockholdei of the 
ualty Company of Indianapolis, 
cial meeting held some days ago, v 
to reduce the capita! of the corporation 
from $600,000 to 00,000, transferring 
the difference to net surplus. This will 
nerease the latter item to $375,000. The 
Prudential making head 
way, its inageinent up de- 
irable 1cy connections such 
States has entered 


is 








satisfactory 
building 
in 


is 
mht 
age 


as li 





Compensation in Missouri. 


workmen's com- 
pensation commission at the Planters 
Hotel, St. Louis, last week, a resolu- 
tion was adopted calling for the pas- 


At a meeting of the 


} 





James W. Brock, /’residen/ 





AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 


OFFICERS 
H. W. Kemp, Secre/ary 


STATEMENT, AUGUST 31, 1912 
ASSETS : LIABILITIES 
$1,850,000 Municipal Bonds $1,824,327.50 Capital. $750,000.00 
Due from Agents (not including Legal Reserve 658,208.74 
premiums written prior to : O88 a oe eee 74 
. Ae “09.6 ommissions, ° wie “4 
June 1, 1912 —— Accrued Taxes 29,792.92 
Accrued Interest P 23,545.43 Estimated unpaid Expenses 4,500.00 
Cash in Banks and Office ...... 87,277.64 Surplus 155,296.51 
$2,379,860.18 $2,379,860.18 
FIDELITY AND SURE a2 Y BONDS 
LIABILITY INSURANCE 
PERSONAL ACCIDENT AND HEALTH INSURANCE 
BURGLARY, THEFT AND LARCENY INSURANCE 


Ralph B. Denny, 7?casurer 











$300,000.00 Deposited with Insurance Departments for the Benefit of all Policy Holders 
Sener ett tent tater tot sett tee tetris rtstsretert tree nent nt tre 
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if YOU area LIVE WIRE 


and want to represent the 


“LIVE WIRE CASUALTY CO.” 


Make connection with the 


Will enter three other states early im 1912 


LIFE & ACCIDENT CO. 
Chattanooga, Tenn. 











ORGANIZED, 1890 


Phone: John 2432 


+ I. A. WHITTLE, Secretary H. D. HUFFAKER, President 
— if we oy rc aH HHH ee EE SES SE ESESESESUSESS Fars 
YOUR 99 ARE YOU 

Sits,, “F. & D.” GUARANTEE ii 

WA? 4 NG US? 
VW VW { Fidelity and Surety, Accident and Health, 
E RITE | Burglary, Plate Glass, Liability, Auto’ 
Capital Total Assets Surplus to Policy-holders 
$2,000,000 $8,133,000.57 $4,818,481.42 


HOME OFFICE: BALTIMORE 
Fidelity and Deposit Co, QE MARYLAND 
EDWIN WARFIELD, President 


We Do Business Everywhere 
NEW YORK CASUALTY OFFICE, 84 William Street 





NEW YORK SURETY OFFICE, 2 Rector Street 
Phone: Rector 2 














» 
4 Our Monthly Accident and Health Department always ahead. = 
: Policy forms that are not equaled. t 
2 We are in a position to give you a good contract. Bd 
. Your policyholders do not have to wait for settlements. + 
P Write for full particulars. We carry full casualty lines. z 
ol 

j ° + 
Equitable Casualty Company of Atlanta + 
‘ JOHN S. CANDLER A. D. McGAUGHEY 3 
‘ President General Manager + 
Peat tobeshotefeobebecbabbebbt 
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Income 


Best Policies 








Net Surplus and Capital - - 


WILL AID GOOD MEN IN 
ESTABLISHING AGENCIES 
Largest Commissions or Profit Sharing Contract 


A. E. FORREST, Vice-Pres. and Secy., 


$509,061.57 
1,151,826.28 


CHICAGO 





GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


a Specialty 


-::- References on Application -:-:- 


Suite 720-29 So. LaSalle St. ,Chicago, III 


TELEPHONES: Randolph 6816 and 6817 





of few Vort 
SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President 


80 Maiden Lane, New York 














sage of compensation law in Missouri 
the commission to hold meetings 
throughout the State to get the public 
entiment and then decide 

(1) What form the law shall take 
and the means by which compensation 
shall be paid, and (2) the industries 


shall 
scale of 
cYairman — shall 
members of the commission to 

bill, which, when completed, 
referred to the whole 
its final consideration. 


and (5) the 
and the 

three 
prepare 
shall be 
commission for 


which it 
general 


apply, 
compensation 
then appoint 


to 
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TRIBUTE TO PRESIDENT FALVEY. | 





Massachusetts Bonding Agents Break 
Record for Industrial Business 
During “President’s” Month. 





“President’s month 
in the industrial department of the 
Massachusetts Bonding & Insurance 
Co. of Boston, and as a special tribute 
to President T, J. Falvey, the agents 
wrote the largest business in the his- 
tory of the company. Manager Wil- 
itiam W. Schank had planned to make 
it a surprise to President Falvey but 
some of the zealous agents immediately 
wrote in assuring him of their hearty 
co-operation. One pleasing feature of 
the month was the splendid work of 
the bonding, surety and agents in the 
other casualty lines who surprised the 
president by their co-operation in s¢ nd- 
ing in industrial business. 

Ten handsome prizes are offered for 
the leading producers and the results 
so far have been very encouraging. 
On September 18th the company passed 
the highest record mark for applica- 
tions received in any one month prior 
to September, and from present indi- 
cations, it will double the amount of 
any ordinary month’s business. The 
company expects to receive three thou- 
sand applications for new business. 
William W. Schank, who is 
of the industrial department 
with the Pennsylvania 
In carrying out the cam- 
industrial business three 
form letters used that were full 
of snappy material. One of them con- 
tained this little incident which points 
a moral well worth repeating: 

“A four-horse team hauling a heavy 
boiler paused this morning on the State 
in front of the home office. 
driver ready to start 
shouted usual exhorta- 
every responded but 
and then 
and then 


September was 


Manager 
in charge 
was formerly 
Casualty Co. 
paign for 
were 


street grade 
When the 
again he 
tions, and 
not together. First one hors¢ 
another would pull valiantly 
rest back discouraged. 
“THE LOAD WAS 
FOR TEN MINUTES. 
“Not long after 
team hauling a dray 
rels of flour, paused in 
When 
ered up his lines, 
in the other 
sponded, but with this 
all pulled steadily and 
THE LOAD STARTED 
You probably know why we 
related this tale There 
and there is no driver in 
but have load and 
pull together, steadily 
iingly to carry it.” 


W as 
the 
horse 


NOT STARTED 
four-horse 
loaded with bar- 
the same spot. 
the driver gath- 
quitely, and as 
very horse re- 
differnce: they 


another 


ready to go on 
spoke 


case f 


} 
ther 


\'l 


loge 
ONCE. 
have 
no horses 
business 
must all 
unremit- 


are 

our 
we the 
and 


Congdon to Leave Globe Indemnity Co. 


to spend 


reasons 





Unable for 
the time traveling required of 
tion Gilbert Congdon has res 
superintendent of agencies for 
Indemnity Compan New 
effect November first 


on has ssociated 


his posi- 
ened as 
the Globe 
to 


Cong- 


York, 
Mr. 
th the Com 


take 
! een 
has 
Fa- 
Nalty 
and 
count y 


sirable 


ss and 
vehalf 


ranches of the ca 


pany nee it begat yusine 


ione exce llent wort 
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susine 


vi] 
thoroughly trustw 
all part 
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orth 
vith friends ir the 
vithout a de 


will not be 
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he 
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American Fidelity Company. 


On the first day of September the 
American Fidelity Company of Mont- 
pelier, Vt., reported total assets of 
$2,379,860, with a net surplus of $155,297, 
and a policyholders surplus of $905,297. 
An unearned premium reserve of 
$852,204; with loss reserves as follows: 
Accident, $27,352: health, $2,734; burg- 
lary, $3,649; liability, . $352,444; prop- 
erty damage, $17,854; fidelity, $6,690; 
surety, $50,182: workmen’s collective, 
$250. In addition ample funds are set 
aside to cover commissions, accrued 
taxes and other expenses. 





Equitable Surety Company 


St. Louis, Missouri 


Capital $1,000,000.00 


Surplus $250,000.00 








Exclusively Surety and Fidelity Business 
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Liberal Contracts for Good Agents 
COMMUNICATE WITH 


E. B. McCONNELL & CO. 


General Agents for the State of New York 
55 LIBERTY ST., NEW YORK CITY 
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MUST COMPLY WITH LAW. 





'owa Department Makes Mutual Auto 
Insurance Concern Set Aside 
Reserve for Reinsurance. 





State Auditor John L. Bleakly of 
Iowa, has been conducting an investiga- 
tion of the Automobile Owners Pro- 
tective Association, which he says has 
not been complying with the reserve 
law. The concern is a mutual auto- 
mobile insurance association and claims 
that it is not subject to the reserve 
requirements as regular insurance com- 
panies are and objects to the attitude 
of the insurance department. 

The insurance department insists that 
the Company immediately provide a re- 
insurance reserve fund equal to 40 per 
cent. of the total premiums payable to 
the Company in a year. The object 
of this reinsurance is to protect the 
policyholders. In case, for any reason 
a company should go out of business, 
the State law provides that it shall 
have a reserve fund to be used in con- 
tinuing the policies that have been 
taken with it by reinsurance in an- 
other company, to the end that the 
policyholder shall not lose anything. 





Collects Under Two Sections. 

his action for damages against 
Hedden Iron Construction Com- 
of Newark, N. J., Joseph Hmiel, 
was allowed both tem- 
porary total disability and permanent 
partial disability. The finding of the 
court was that Hmiel should have fifty 
per cent. of his wages for thirty-five 
weeks for the loss of the first joint 
of his index finger; fifty per cent. for 
a period of thirty weeks for the injury 
to his second finger; the same per- 
centage for twenty weeks for his third 
finger; for the stiffened little finger 
fifty per cent. for five weeks, and in ad- 
dition the scheduled rate for nine of 


In 
the 
pany 
a steam riveter, 


the eleven weeks he was laid up as a 
result of the injuries, 
Judge Osborne reserved decision on 


the question whether the payments 
should run concurrently or consecu- 
tively, and denied an application to 


have all the payments commuted. 





Western Casualty Items. 





George T. Mahana and Parke A. 
Cooling have been appointed general 
agents of the Western Casualty and 
Guaranty Co. of Dallas, for California, 
with headquarters at Los Angeles, and 
will handle all lines. Both are experi- 
enced men, having been connected with 
the “Ocean” for many years, the former 
as general agent for Texas and the 
latter as executive special. Mr. Cooling 
has taken charge, and Mr. Mahana will 
possibly be there within the next two 
weeks. E. H. Laine has been appointed 
special agent for that territory and 
under their supervision. John W. 
Walker has been appointed general 
agent for Southwest Missouri and 
Southwest Kansas, all departments. 





Would Buy Credit Co. 
The American Credit Indemnity Co. 
of St. Louis. has received an offer to 
purchase control of the company at the 
rate of $200 per share. Isaac H. Lion- 
berger, chairman of the board of direc- 
tors says that the company is in good 
cordition 2nd the offer would not appeal 
to the directors. 


Local Liability Manager. 











A, E. Harry, assistant superintendent 
of the liability department of the 
United States Fidelity & Guaranty at 
the home office, has been appointed 
superintendent of the liability depart- 
ment at the New York office. Mr. Harry 
was formerly with the Aetna Life at 
the New York office. 
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SCRAMBLE TO WRITE BOND. 
Court Rebukes Over-Zealous Bonding 
Agent, Then Equitable Surety 
Lands the Prize. 





The Equitable Surety Co. of St. Louis, 
made another prize capture by writing 
the $100,000 bond of a trustee in bank 
ruptcy in competition with every bond 
ing company in St. Louis. 

The efforts of a surety agent to con- 
trol the writing of a bond case by ob- 
taining the appointment of his man for 
trustee met with a _ setback before 
Walter D. Coles, referee in bankruptcy, 
last week. The affair has attracted 
much attention among St. Louis surety 
agents because of the referee’s ruling 
that such tactics are unethical and will 
not be tolerated in his court. 

The case was in connection with the 
appointment of a trustee for the South- 
ern Hotel Company. It developed at 
the hearing that the surety agent had 
canvassed a number of the creditors 
and got them pledged to vote for the 
appointment of a certain man for trus- 
tee. He had an agreement with his 
candidate to write his bond if he land- 
ed the appointment. 

A group of the creditors undertook to 
vote for the surety agent’s candidate, 
but an attorney for other creditors ob 
jected. When the lawyer explained the 
manner in which the surety agent had 
conducted the canvass the referee ad 
ministered a rebuke to the agent with- 
out naming him. He then refused to 
allow the creditors to take any vote on 
the trustee and appointed an outsider 

The appointment went to Clifford B. 
Allen. His bond was fixed at $100,000 
A scramble to write the bond followed 
Allen was besieged so hard and per- 
sistently by surety agents who were 
hungry for business that he told some 
of them he preferred to stay away from 
his office for a day or two rather than 
be bothered with tuch strenuous solici 
tation. 


COMPENSATION FOR_ SICKNESS. 





First Attempt to Collect Under Ohio 
Compensation Law for Occupational 





Disease. 
Columbus, O., Oct. 2. (Special.) 
The first claim for damages for in 


‘ury from an occupational disease has 
been filed with the Ohio State Liability 
Board of Awards. The claimant, Wil 
iiam Peters, an employe of the National 
Lead Company of Cincinnati, is ill from 
lead poisoning and since his firm i 
ander protection of the State liability 
insurance law, he asked for reimburse 
ment. Ags the Ohio law is silent on oc 
cupational diseases, the point of 
whether a disease is an injury has been 
put up to Attorney General Hogan for 
decision. Recently a_ constitutional 
umendment was adopted, which would 
make payment for occupational diseases 
wholly void. 


SOUTHWESTERN SURETY HERE. 





Now Writing Through John F. Curry 
Agency—To Handle All 
Lines. 





The Southwestern Surety Co. of Deni 
son, Texas, is now established in this 


| territory and prepared to write business 


This progressive company will be repre 


| sented by the John F. Curry Agency, 


|Ine., of 55 John St., 





New York City, 
which will handle general casualty and 
surety lines for the Southwestern in- 
cluding fidelity and surety bonds, per- 
soral accident and health, liability, in 
cluding general, public, employers, au 
tomobile, teams and elevator. 





L. S. Joseph & Co., of St. Louis, have 


| been appointed general agents covering 


zeveral western States for the South- 
western Surety, of Denison, Tex. They 
formerly represented the Empire State 
Surety. 
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i liability insur- our intention to furnish each agent not 

General ance is — neglected only with the newspaper clippings of 

Liability i ‘al agent in accidents contained in his local news- 

Neglected. the opinion of the com- papers, but also in newspapers pub- 

panies. The owners of lished all over his territory, every one 

roperty realize more or less generally of which is an object lesson for acci- 
hat there is a liability imposed upon dent insurance.” 








em to guard against accidents, al - -.« 

hough very little of this kind of lia- One surety agent ove! 

lity insurance is written compared He Leaves i New Jersey has 
he field for its use; but how many l- 


Applications been using an ext 
With Them. > fir 


sity for this protection? \ccidents are in com 


sssees or landlords realize the neces- 












































mstantly ing, but little atten- ness He akes a \ Up] 2 
I the! ecause they are blanks around to his friends in the cor 
.ccid ! ‘son and are not racting business and gays ‘Ju 
iffici 2 much ese away a ice ere 
ent n yu 10! Oo! I 2 l I ¢ u 
Ss iy st the san i n 
Phe ys oO s nn Ss ver ! ga 1 2g ) ] Za 
I va es ! lia ity an ol fil ou ( ng 
yy stores Zs nds ! ctions an I'll ive ( d 
sf l i > n T Ss 1 J i S 
Spe I netiy ot the l n il ssa ( 
cess ive » look uj f 
rred A Lia ! i your bond iche to ¢ 
lran¢ Ss S I at I Se \ n 1 ful 
i des ng o! é I r irgil 4 
lis oO " " e ex ning th i i u i 
i€ é 1 team I ssurane tha 
) gin 1 he l 1 iref a 
i S t ) f Jo Jones ig fo h 
4 é h en Bla Sure ) address 
Lo) hn) Ss Ss ) 
a yasse i - - * 
a yT > Valk I ynt ) Are you vVriting a 
hous g over vith Getting plate glass insuran¢ 
oO i S ybstruction on Plate Glass. that is possible fo 
is s left 1e! Business. you to write il our 
There Are sorts oO SS es territor 4 
h ir se, involvin efu » mal su it no 
lity for inages remployes which yo g write goes unw 
he 2 range or yr is written ny o else? 
yiler iy ex ) sno yr ice W We you té iake a 
de fri art of the ce ersistent effort to secure ¢ 
y tl r porch f s kind tha cal 
ete na la his onl hat \ m 
k up frot he floor—and if anyone business and that yo may hav 
S he owner, landlord commissions, though business and com 
I Ss of the house is resp msible. missions are well wortl laving, Dut 
The gener ) is designed because this business proper} handl l 
oO st s p ility. This may be a great puller for other ] S 
lic relieves s possessor of all If you ji the glass in a man’s} 
orry or possible expense on the score store. office ot home, you have secureé 
damages—a 3 yst is so small an introduction to him and an oppor- 
hat it would seem advisable for every tunity to present claims for his per- 
rudent houss ner to have it sonal accident, | ry or liability in- 
7 * 8 surance New Amsterdam Cas y 
Press clippings of acci- “Talks.’ 
Using lents will always be a ste ie 
Press fruit source of pros- Officials of casualty and 
Clippings. pects and new person- Study the surety companies appre 
al accident business for Leads. iate more and more th 


that the business in 





+ . H +} } + » the +} ; 
here is no =— yetter than the object 


lesson 





»bject lesson sar hot or. in which by favor, and are constantly on the alert 
one’s own eine or acquaintances are ‘0 make proper connections. The “right 
the victims Some agents make a man” may be a leading politician, prom 
special point to follow this source of iment banker, 
business and then there are many eminent corporation lawyer, in which 
others who make no effort to do so. case an effort is made to secure 
e companies realizing the operation, either through appointment 

nertia of the local agent in this re- as resident general agent or as a sala- 
spect, send out the clippings them- ried enters That the appointee 
! yse they subscribe is unacquainted ith the detail of un- 
to a press cli] vice. The United derwriting is immaterial; the main con- 
States Health & Accident Co. maintains sideration being his ability to influence 
i bureau concerning which it says: big business. As “the interests” are 
: being more closely knit together the ten- 
lency to entrust their insurance affair 
into one particular channel is becoming 





popular society leader or 


his ec 





Some of th 








selves for which purp 








“Don’t be surprised if you frequently 
receive from the home office a letter 
neclosing cer newspaper clippings 
concerning accidents which have re- 
cently happened in your particular ter- 
ritory, and requesting that you immedi- 
ately make an yent campaign to pro- 
cure as much new business as possible 
on the strength of these clippings, 
showing each prospect how near home The Southern Conference of Casualty 
hese particular accidents came. & Surety Underwriters was held in 

‘The letter explains one of the pro- Wallas, September 28-29. The meeting 
posed plans of the Company to assist Was the most successful one yet held, 








pany executive studies to follow the 
right lead. 





Southern Caeneny Underwriters. 








ident, and especially an the large cities is governed not a little 


more pronounced, and the alert com-|} 


ts agents in procuring new business. and the Dallas people entertained the | 


It may be argued by some that if the delegates in their usual hospitable 
local agent is up-to-date he will have Style. 

read in his local newspaper all about eee 

such accidents long before the news- Progress of Ohio Liability Board. 
paper clippings "concerning same are - 
forwarded to him by the Company. The Ohio State Liability Board, in 
Possibly this may be true as to acci- operation for eight months, reports 
dents reported in the particular news- now, 458 firms listed; 300 claims ad- 





paper he is accustomed to read, but justed; 200 pending, and a renewal of | 


our plan goes further than this, as it is 95 per cent. 
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DON’T BE MISLED 





nking , that INDUSTRIAL HEALTH and ACCIDENT BUSINESS 
in the FULLY FQUIPPED INSURANCE OFFICE 
INDUSTRIAL POLICIES ia NOT FOR INDUSTRIAL WORKERS ALONE 
HEY E FOR THE PROSPER VHO J UNWILLIN( ro IN 
LUMP SUM IN HEALTH ANI ACCIDENT INST ANCI 
{kY FIND A READY SALI FT NISH J ha N JUS! 
bk IT IS NEEDEI 
ILL PAY ANY AGENT 7 4 SOLI AT EX 
Is ¢ I 
MASSACHUSETTS BON DING nd INSTRANCE CO ~ 
RON ( y ‘ 
4 it i : 4 
RIAI ~! OMA ROTA 1s 
Communicate With the Managcer of Our Industrial Department 
it WILL pay yor moO < TSINESS WHI 


I 
MASSACHUSETTS BOND 
77-85 STATE STREET, BOSTON, MAS 

Pres 


FALVEY, dent 
FIDELIVY and SURETY BONDS. BILRGLARY INSURANOI 1 HILITY 
WORKMEN'S COMPENSATION AL TOMORILE, HEALTH 
ACCIDENT, and PLATE GLAS INSURANGE 








The Fidelity & Casualty Company of New York 


92-94 Liberty and 97-1083 Cedar Streets. New York City 





Assets , $10,678,673.37 
Capital and Surplus , 3,124,412.06 
Losses paid to June 30, 1912 39,481.720.02 
| 3s ( J S 
Fj Bonds, Suret B is Plat G S 
Aer I Wheel, Em] vers Pul ls s, A 
nobile Worl el ( ctive, \ S ( m sat ] 
ind General I] bilit Persona \ nt He } a 
Liabi ~ and ie Li it 











FIDELITY AND SURETY BONDS 


INTERNATIONAL FIDELITY INSURANCE 


| COMPANY 


CASH CAPITAL - - $300,000 
HOME OFFICE: 15 EXCHANGE PLACE, JERSEY CITY, N. J. 
The only Surety Company Organized under Laws of New Jersey 
This Company is not a party to any agreement for control of rate 
BILLINGTON, HUTCHINSON & COMPANY 


GENERATI AGENTS 


3 South William St., New York City 125 Walnut St., Philadelphia, Pa. 








Southwestern Casualty 
insurance Company 
SAN ANTONIO, TEXAS 
Capital & Surplus ‘ ‘ : $290,000.00 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 


Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co 
Home Office, 47 CEDAR STREET 
Chartered 1874 


PLATE GLA 
eeATSNAL ACCIDENT ICIES 
HEALTH 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON, Sec ALONZO G. BROOKS, Ase’t Sec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 


Cc HI Cc A G oO Resident Manager 
55 JOHN STREET 
F. W. LAWSON 


New York 
General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 














20 THE EASTERN 


UNDERWRITER 























SCRANTON 
Lire 


Has work for every good life agent in this 
territory. The more the merrier. 


New Policies---Renewal Contracts 


—_——BOTH LIBERAL—~————— 


J. B. DOCHARTY, Jr., Agency Director 
Colonial Trust Co. Bldg. - - Reading, Penna. 











ACCIDENT - - - LIABILITY (all lines) - - HEALTH 
BURGLARY (all lines) - - - - - - - - PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN’S LIABILITY AND DEFENSE -.-- - - - 
INDUSTRIAL ACCIDENT AND HEALTH 


Prudential Casually Company 


HOME OFFICE, INDIANAPOLIS 





Capital Stock fully paid up - $600,000.00 
Gross Assets - - - - - 817,022.09 
Surplus to Policy Holders = - 729,957.21 








1850 1912 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 

Good men, whether experienc to eo life ins urane r not, a make direct contracts with this 
Company, fora limited te rrite ry if a d, ar soctobg ecure fo » themselves, in Pages tic yn to first year’s com- 
mission, a renewal intere uring an income for the future. Adare he Company at its Home 
Office, No. 277 Broadway, Nev rk City 

JOHN P. MUNN, M. D., President 

Title Guarantee and Trust Co. 

EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


FINANCE (CLARENCE H. KELSEY, Pres. 
COMMITTEE | WILLIAM HB. PORTER, Banker 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





COME SOUTH AND PROSPER 
ACT WHILE OPPORTUNITY CALLS JOIN FORCES WITH A SUCCESSFUL COMPANY 


An agency connection with the largest and most progressive Southern Life Company 
THE STATE MUTUAL LIFE OF GEORGIA 
assures success to the agent who will work, because he has behind him a company of 
stability, he hi is before him the most fe rtile in sure ance fleld to-day, and he is armed 
with the most m dern and attractive |p licy contracts on the market, including 
Mo nthly Income, Guarante -remium “Re duction, ete., carrrying new features such 
as 'T< tal Disa ility and De ubl In pew, The rates are lower and the contracts 

more lib al than those heretofore issued by the company. 


ee agency co mtr wts are a “innov: ition in life insurance 
ally eaienlate o give the agent all the business will stand 
STATE “MUTUAL, LI FE. INSURANCE COMPANY 
JOHN W. MADDOX, President J.C. OTDELL, G a ee ae Agencies 
:-- HOME OFFICE, ROME, GEORGIA : 








LOGUE BROTHERS & CoO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








WHAT YOU DESIRE IS COMING TO YOU 
No ‘‘ifs’’ ‘‘ands’’ or ‘‘buts’’ the 
GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 

GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55JOHN ST., NEW YORK 




















a 





INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch RICHARD D. HARVEY 


92 William Street, New York 


United States Manager 














THE NORTH RIVER 
INSURANCE CO. 


CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 


OF NEW YORK —_ is8h1 

IND 12-31-11 

95-97-99 William Street, N. Y. City Empire City Fire Ins. Co., Ine. 1850 $1,149,468 

Nassau Fire Insurance Co., Inc. 1852 840,845 

United States Fire Ins. Co., Inc. 1824 1,046,940 

INCORPORATED 1822 Dutchess Fire Ins. Co., Inc. 1906 660.716 
Where not locally represented) 


FOR NEW YORK CITY 


TOTAL ASSETS DEC. 31, 1911] AAcHEN & MUNICH FIRE INS. CO. 
$2,389,805.24 ALLEMANNIA FIRE INS. CO. 








JEFFERSON FIRE INS. CO. 








VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


——7 Oo 2-—— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


**Rebater and Assured Liable to Fine and Imprisonment ”’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAYING” 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 


“D0 RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS ” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 


Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 











October 3, 1912. 








